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CANADIANS DROP 
MAPMAKER GOAD 


Say There Have Been 
Charges, Symbol Confusion 
High Expense of System 





Arbitrary 
and 





GOAD A PIONEER. IN MAPS 
Underwriters’ Survey Bureau, Ltd., 


of Toronto, Takes Over Maps 
and Employs Inspectors 





The Canadian Fire Underwriters’ As- 
sociation has acquired the interest of 
Charles E. Goad, in the Goad maps so 
far as its territorial jurisdiction in Can- 
ada This covers practi 
cally all of Eastern Canada. Mr. Goad 
has given the association the privilege 


is concerned. 


of making future corrections in the 
Under the auspices of the Can- 


Association 


maps. 
adian Fire Underwriters’ 
the Underwriters’ Survey Bureau, Ltd., 
of Toronto and Montreal, has been in- 


which have its own 
survey men, ete. At the 
same time it is announced that a simi- 
formed in 

Mainland 


and the 


corporated, will 


inspectors, 
been 


lai association has 


tritish Columbia, where the 
Board of Fire 
Western Canada Fire Underwriters’ As 


Underwriters 


sociation have made similar arrange 
ments. 
Goad an International Figure 
Thus, Charles EK. 


Canada, and there ends an 


Goad retires from 
interesting 
situation which arose over a long stand- 
ing dissatisfaction with the charges, ex- 
and alleged arbitrary methods 
of the Goad mapping people. 

pioneer 


penses 


Charles E. Goad is a map 


maker of London, who not only makes 


the insurance maps of the world’s 
other parts of 
South Africa 


thought he 


metropolis, but 
Great Britain, 
and all of Canada. 
was so strongly intrenched in his mon- 
that 
ness with a high hand, 
Heavy Expenses 
As a result, there have 
ulnecessary corrections 
tant charges for the same. 
also been confusion over the 
in the Goad system, which are differ- 
ent from those in the United States, 
For instance, Goad uses the letter “C” 
fo. concrete, the letter “T” for tile, 
the letter “O” for slate; and has nu- 


many 
including 
Goad 
his busi- 


opoly he could carry on 


been many 
and exorbi 
There has 
symbols 


(Continued on page 12) 


























Conflagration Proof 


THE HOME 


INSURANCE COMPANY 


NEW YORK 


ELBRIDGE G. SNOW, President 


Service to Policyholders and to Agents Unexcelled. 





FIRE AND ALLIED BRANCHES OF INSURANCE 


Fire, Lightning, Automobile, Commissions, Explosion, 
Hail, Marine (Inland and Ocean), Parcel Post, Profits, Regis- 
tered Mail, Rents, Rental Values, Sprinkler Leakage, Tourists’ 
Baggage, Use and Occupancy, Windstorm, Full War Cover. 


STRENGTH REPUTATION SERVICE 














Established 1809 


North British 


| 
and Mercantile 
| 


Entered United States 
1866 


Insurance Co. 


Policyholders protected by the entire United States assets 
with further guarantee in‘every policy, ’of protection 
by entire fire assets of the company which 
are many times larger. 








SPRINGFIELD 


Fire & Marine Insurance Co. 
Cash Capital $2,500,000. 90 


HE SPRINGFIELD for two-thirds of a century has 

i transacted business solely under its own corporate 
name, without annexes, underwriting agencies or 
subsidiary companies. An agent of the SPRINGFIELD is 
not a half, a quarter or any other fraction of an agent, but 
is vested with the rights and dignity of an undivided repre- 
sentative of an undivided and independent company. The 
SPRINGFIELD stands today pre-eminent among American 








fire insurance companies. 


SPRINGFIELD MASSACHUSETTS 





PAYS MANHATTAN LIFE 
$35,000 YEARLY RENT 


Railroad Administration of Federal 
Government Takes Over 8,000 
Square Feet of Space 


BUILDING HAS WAITING LIST 


Judgment of Fourders of Company in 
Building on Present Site 
Vindicated 
The 
Mederal 


the first 


Railroad Administration of the 
Government decided that 


Manhattan Life's 


has 
floor of the 
skyscraper in lower Broadway is the 
Main union ticket 
oflice of all the rail lines entering New 
York, 


o' the 


ideal place for the 


As a result a long term lease 


ground floor of the home oflice 


building has been taken, over eight 
‘t all told, and alter- 
ations are now under wa 


ticket 


(thousand square f¢ 
to make this 
new 


office one of the most at- 


(‘active places of its kind in the coun- 


try There will be, moreover, stands 
in the rotunda which have been rented 
at good rates and a brand new entrance 
has been carved out 
the Manhattan Life offices 


tenants of the building. Ths 


to glve access to 


and other 


company 8 


head office will continue to be known 
' 66 Broadway and the new union 
licket office will be known as. 64 
broadway The Government will pay 
9,000 a year rental to the Manhaftan 
Life. There will be an additional $5,000 
revenue from booth 
Every Inch of Space Taken 

In discussing the building the Man 
hattan Life said this week 

“At the present time eve quare 
inch of space in the entire home office 


building from basement to roof is rent 
cd on favorable terms, and there is now 
waiting list of prospective tenants 


“Tho founders of the Manhattan Life 
certainly looked well into the future 
when they chose the present location 
for the home office building, on a site 
which is one of the most valuable in 
all of New York 

“With a frontage on Broadway of 88 
fect! and a rear entrance on New Street 
right across the wa from the New 
York Stock Exchange, it can readily 
hb understood what an ideal location 
ihe home ofiice building i for the 


purposes of the Federal Railroad Ad 
niinistration., 
Discusses Investments 
“The addition of over $40,000 annu- 
ally to the company’s renting revenue, 


(Continued on page 9) 
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Income Tax Rebate 
On British Policies 


NEW REGULATION DISCUSSED 
Effect it Will Have on Life Insurance— 
Splendid Returns on Investment 
Side 

Policyholders in Great Britain are 
now entitled to a rebate from their 
income tax in respect of premiums up 
to one-sixth of their incomes. In dis- 
cussing this income tax rebate the 
“Policy,” a British insurance news- 
paper, says in an issue which reached 
this country on Monday: 

The statement which appears in all 
life office prospectuses to the effect 
that policyholders are entitled to a re- 
bate from their income tax in respect 
of premiums up to one-sixth of their 
incomes now looms large in the mind 
of the seeker after life insurance pro- 
tection. A few years ago, by com- 
parison, this rebate was a mere baga- 
telle. Now it makes a very substantial 
d:fference in the cost of a life policy, 
proffering a benefit, authorized by the 
State, over any other form of invest- 
ment. 

Irresistible 

Apart from the indisputable value of 
the life insurance protection in these 
perilous times, it is possible to show 
on the investment side of an endow- 
ment policy a return of all the pre- 
miums with an equivalent of 4% to 5 
per cent. compound interest in s0 
short a period as ten years, whilst the 
sum assured is many times the amount 
of the annual deposit, instalment, or 
premium, gall it what you will. Few 
far-seeing people with the money can 

‘resist such an investment if it is dem- 
onstrated to them in this attractive 
way. 

The Only Difficulty 

To use a strong expression, the only 
“snag” in this proposition is to fird 
and obtain a hearing with the people 
able to take advantage of this not only 
prudent investment but highly remun- 
erative one as well. 

Where the Money Is 


The wealth of the country is, as it 


has been proved beyond dispute, un- 
bounded. It has, however, changed 
hands considerably, and there are 


thousands of people enjoying incomes 
which even in their most extravagant 
fancies they never dreamed of. These 
people are more easily accessible to 
the business-getter, because they en- 
joy (?) no traditions in regard to their 
status in business and social life, and 
are free from the assiduous protection 
ot their retainers as was the case with 
the old style moneyed classes. There 
is a wide field for the energies of 
the life agent among this large class 
of business people who, through their 
enterprise, are sharing in the great re- 
shuffle of money which has taken place 
as the result of the war. 
An Unpopular Tax 

Income tax, for some reason or other, 
has never been exactly what can be 
called a popular kind of tax. It makes 
such a heavy drain upon the bank bal- 
ance, more especially now that the 
country’s pressing financial needs have 
increased its toll, and anything in the 
form of a relief is therefore welcome. 
I do not suggest that anyone is going 
to insure his or her life in order to 
cheat the government of its income. 
It has always to be remembered that 
the men who make the taxes also have 
to pay them. But this rebatement of 
income-tax off the life insurance pre- 
miums is an attractive feature, and no 
one will deny the agent’s right to make 
aS much of it as possible. 
Worth the Sacrifice to the Exchequer 

What the State loses in this direc- 
tion, it more than makes up in the 
encouragement of thrift, and the pro- 
vision for the dependents of deceased 
policyholders. The money paid into 
the coffers of the life offices, too, is an 
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organized form of savings which goes 
on for long periods, and so money 
which might be absolutely wasted in 
wild-cat schemes or squandered in un- 
necessary extravagances is conserved 
and kept in the country. So the com- 
munity benefits. 

The One Thing at the Old Price 

There are not many things just now 
which can be pointed to as having been 
preserved to us, without depression in 
some form or arother. Every article 
one buys costs mcre except life assur- 
ance. The rates of premiums on fire 
insurance have not increased, generally 
speaking, but the inflated value of 
property makes a higher cost, as a 
larger sum insured must be paid for. 
Perhaps it will be argued that the 
higher cost of living makes it impera- 
tive to insure one’s life for a larger 
amount to cover the interests of de- 
pendents. This is quite true, but there 
is the money to come at some future 
date for certain sure, and it may bé, 


in fact, will probably be, when things 
have assumed normal conditions, and 
iu consequence the policy will be so 
much the more valuable. 
An Example 

In the old days, when life was un- 
attended by the terrible conflict with 
the Hun hordes, the man of 40 could 
pay his £30 per annum (after the al- 
lowance for the income tax rebate), 
and secure a policy for roughly £966, 
participating in bonuses to the value 
of 30s. per cent. per annum. A Similar 
policy to-day would possibly not be 
quite so attractive, because the likeli- 
hood of the bonus being earned for the 
next few years is, well, to put it quite 
nicely, in the lap of the gods. That 
is, for the next few years. The in- 
cidence of the high income tax and 
the lowered non-profit rates, however, 
place the new assurant to-day in very 
much the same position as the pre-war 
assurant who paid the normal par- 
ticipating premium for a 30s. per cent. 











of America 


in March, 1918, the first month under the Company’s 
new name, produced new business amounting to 


$4,820,210.00 














the largest amount ever 


written in any other month since the Company was 
organized in 1860. 


The new business paid for in 1917 amounted to $24,- 
816,657.00 and exceeded by $3,751,129.00, the best 
previous year in the Company’s history. 








seseceese 994,664,135.11 


Guarantee & Dividend Fund 
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The Guardian Life Insurance Company 
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bonus yielding whole life policy. The 
non-profit rate of a reputable office, af- 
ter the deduction of the income tax 
rebate is £20 10s. for the same sum 
assured, or if the same (net) premium 
is paid, a policy for £1,500 is obtained, 
equal to the £966, and thirty-six years’ 
bonus at the rate of 30s. per annum. 
Hence my assertion that life assurance 
is one, if not the only, commodity un- 
affected by the war. 


Much speculation is just 


Soldiers’ now engaging students 
Insurance of insurance problems 
After War concerning the ultimate 


effect of government in- 
surance on the prosperity of life compan- 
ies in the period immediately succeed- 
ing the war. Some gloom there is, but 
for the larger part only lasting good is 
anticipated. There is much groping 
and seeking for tangible factors upon 
which to build a promising theory, but 
except that a large amount of this in- 
surance was applied for as soon as it 
became available, we have nothing 
definite upon which to work. Mean- 
while fear that the conversion privilege 
will work harm to the companies is 
veiced by more than one writer. This 
privilege is not so broad in the law as 
it appeared in the first draft of the bill. 
Government insurance can neither be 
renewed nor converted more than five 
years after the close of the war. A 
limit is thus put on the continuancé of 
the insurance which shall be issued, 
and no new insurance can be under- 
taken for constitutional reasons. It 
should also be remembered in the first 
piace, that only those actually engaged 
in naval or military service are eligible 
foi the insurance, and in the second 
place, a large proportion of those so en- 
titled are not ordinarily patrons of life 
insurance at all or at best in but small 
amounts. It may be that army and 
navy officers, who are civilian ap- 
pcintees, represent insurance applicants 
who would ordinarily buy from private 
insurers, 


Even if we assume that the con- 
version privilege will be availed by all 
officers in the service the total insur- 
ance so carried, while large, is not 
enormous. Those who make up the 
great host of enlisted and drafted men 
and women in the ranks, are not in 
times of peace large buyers of insur- 
ance. Their military duties ended, at 
the close of the war they will take up 
again the tasks of private life, where, 
for the time being at least, the last 
thing to be thought of will be insur- 
ance. The attention of everyone not 
disabled or diseased will be concen- 
trated on the rehabilitation of his for- 
tunes. Every dollar of capital or earn- 
ings will be jealously measured against 


its. purchasing value in tools or mer- 
chandise or comforts, and insurance 
will get little consideration. Much of 


the government insurance will lapse— 
many times the amount will expire 
than would lapse if it were in private 
companies. The government having 
given the splendid and unprecedented 
opportunity to its army and navy to 
insure under sucn advantageous cir- 
cumstances will have done its full duty. 
It is scarcely to be thought of that any 
extensive machinery will be devised to 
prevent lapses and secure renewals. 
Restoration of lapsed insurance will be 
the natural and proper work of the com- 
panies. Theirs also to take advantage 
of the priceless tribute of the govern- 
ment to the value and necessity of in- 
surance protection, both as to larger 
writings among the non-military popu- 
lation, and, after the war is oveT, in 
the salvage of lapsed business conse- 
quent on the adjustment of the fighters 
to civilian occupations. Companies 
with vision will encourage and praise 
government insurance for the emer- 
gency of war, confident that at its close 
their indispensable functions will re- 
ceive at the hands of the public greater 
appreciation and utilization than ever 
before.—“Life Underwriters’ News.” 
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Charts Tell What 
Insurance Is Wanted 


FIT MEN TO THEIR NEED 





New Man in Business, Wilson Ferguson, 
Northwestern Mutual, Works 
Plan Successfully 


Wilson Ferguson, a life insurance 
man of New Castle, Pa., who is con- 
nected with the E. M. Standley General 
Agency of the Northwestern Mutual 
Life, which has charge of six counties 
for the Company, has attracted con- 
siderable attention among field men of 
the Northwestern Mutual Life by some 
new charts which he has issued. 


Appreciated Science of Equalization 


Until the beginning of last 
never sold a life insurance 
liere is his own story: 

“After calling on a number of people, 
| was surprised to find that the ma- 
jority of people, in fact, no one, seemed 
to know whether he was carrying too 
much or too little insurance. Owing 
to my business experience, it seemed 
very unusual to me that men selling 
insurance were unable to tell a man 
exactly how much he should carry to 
take care of his real value. My train- 
ing as a manufacturer's secretary or 
commissioner had included in its work 
the method or science of equalization 
of manufactured products, as well as 
the working out of sales plans. 

“IT then originated a pamphlet which 
was really the result of that training, 
and is the approach of the sales plan. 
The pamphlet in itself is simply a de- 
scription of two charts which are to be 
drawn in the presence of the prospect, 
and not given them to read as a pam- 
phlet. The presentation of the charts 
or approach can be made in about four 
minutes. On procuring the amount of 
business done, and the age of the pros- 
pect as applied to the first chart, the 
interview is ended. ‘This is followed 
by a demonstration in which he is 
plotted, by the use of a ledger state- 
ment, which will give him the best 
value suitable to the case, and with a 
letter following, in the main, the idea 
displayed in the chart, so that the let- 
ter and ledger statement constitute a 
demonstration. On this presentation 
the prospect is, or should be, gotten 
to sign the application, and the sale 
made then if possible. 

“You, of course, understand that the 
correspondence applying to an individ- 
ual in business for himself, a partner- 
ship or a corporation requires a definite 
form of letter. However, they all fol- 
low in the main the idea contained in 
the first chart. 

Basis of Taxation 

“The second chart, ‘Relative Capital 
Values as Established by the Federal 
Government as a Basis of Taxation,’ 
applies to the salaried man or wage 
earner. If the prospect has an idea 
of his capital value, the necessary data 
for demonstration is procured, and, of 
course, as you know, every endeavor 
made to close him on the demonstra- 
tion. 


year he 
policy. 


“This plan is working very satisfac- 
torily in this district. The charts in 
themselves, while good as an approach, 
and a picture to the man of his value, 
should be followed by the correct dem- 
onstration, and that is one of the 
reasons why I had it —— 


DETAILED FOR SERVICE ABROAD 


Recent changes in the Bureau of War 
Risk Insurance include the promotion 
o! Stuart Shepard, chief counsel, to as- 
sistant director. He has been detailed 
for service abroad with the American 
Expeditionary Forces. He will be suc- 
Krauthoff, 


ceeded as counsel by L. C. 
of New York. 





J. ROBERTS FOULKE RESIGNS 





Trust Officer of Provident Life & Trust 
With Company Since Year 
1881 





J. Roberts Foulke, who became con- 
nected with the Provident Life & Trust 
in 1873, and since 1881 has been its 
trust officer, has resigned, effective July 
1, because of the condition of his health. 
The Fiftieth Year History of the Prov- 
ident said of Mr. Foulke: “Genial in 
his understanding of the clientele of 
the Company and with a remarkable 
capacity for painstaking work, he com- 
bined with this a comprehension of the 
fiduciary nature of his task and a watch- 
fulness which enabled him to safeguard 
the best interests of the clients of the 
department, winning confidence in his 
probity and integrity. He is still at the 
head of the department, the continued 
growth of which has necessitated much 
specialized subdivision to maintain its 
effective service.” 

The agents of the Company have to 
thank Mr. Foulke for the plan adopted 
by the Company many years ago which 
rendered it feasible for each mortgage 
to be carefully inspected by a personal 
representative of the home office before 
it was any taken by the ee 





ASSETS OF $360,996,135 
Combined Strength a American Life 
Convention Companies—Conven- 
tion, Cepenener 11-13 
The total insurance in force of com- 
panies in the American Life Conven- 
tion (which meets in Chicago Septem- 
ber 11-13) is $2,802,920,349; gain in 
1917 in insurance in force of these 
companies was $448,906,817; admitted 

assets are $360,996,135. 





“System,” 
less than 


Clifford Sloan, writing in 
says, “Talk fifty per cent. 
your prospect.” 


RED CROSS CONTRIBUTIONS 
New York Life, Metropolitan and Pru- 
dential Give $50,000—Some Other 
Fund Gifts Announced 
At the office of Charles D. Norton, 
chairman of the insurance division of 
the Red Cross, it was announced this 
week that the New York Life and Metro- 
politan had given $50,000 each to the 
Red Cross; the Travelers $25,000; Home 


Life, $10,000; Guardian Life, $2,000; 
Postal Life, $1,000. 
Through another channel The Pru- 


dential has given $50,000 to the Red 
Cross; and the Mutual Benefit $25,000. 





LARGE POLICY ARGUMENT 
What Most Policyholders Say Upon 
Receipt of Matured En- 
dowments 
Nine out of ten policyholders, upon re- 
ceipt of the proceeds of matured en- 

dowments, say: 

“My only regret is that I didn’t take 
out a larger policy in the first place. 
By a littie management I could easily 
have met the difference in premiums. 
As matters stand, I have absolutely 
nothing to show today for that differ- 
ence—-the money has simply disappear- 
ed. And to think that I had to be per- 
suaded—almost forced—by the agent 
into taking out a policy at all.” 

It would be well for the agent to 
make a collection of such statements- 
he himself receives them in letters from 
policyholders. They make an effective 
argument for larger policies.—-Penn Mu- 
tual News Letter. 


WILL GO TO MONTREAL 
The Actuarial Society of America has 
accepted an invitation from President 
Macaulay, of the Sun Life to have its 
fall meeting in Montreal. The invita- 
tion was extended at the Astor last 
week. 
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Because of absolute protection, low 
premiums, annual dividends, grace 
period, disability provisions, termina- 


tion refunds, incontestability clause, 
special certificates for employees, 
privilege of naming beneficiary, good 
commissions, and the Company’s 
great experience in dealing with 
millions of workers in forty years 
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State Mutual’s $100,000 
Club A Success 


___ 


FIRST ANNUAL MEETING HELD 





Albert D. Hatfield, Cleveland, Elected 
President—Topics Discussed of 
Unusual Interest 





The first convention of the State Mu- 
tual Life’s $100,000 Club was held on 
May 22-23. The club was organized on 
January 1, 1917, and was successful 
from the start, keen interest in attain- 
ing membership being felt by the field 
force. Before long it was seen that 
many would qualify. 

Albert D. Hatfield, of Cleveland, 
elected president of the club; 
A. Higginson, Detroit, 
Joshua B. Clark, Boston, 
treasurer; Earl P. Mallory, Chicago; 
Sol Toronski, Cleveland, and William 
L. Scharles, Kansas City, members of 
executive committee. 

So much good was derived from the 
meeting that there will be annual get- 
together affairs. 


was 
Arthur 
vice-president: 

secretary and 


Welcomed by President Wright 


When the club members reached the 
convention hall in Worcester they were 
welcomed by President Burton H. 
Wright. Secretary D. W. Carter, Su- 
perintendent Stephen Ireland, Dr. 
Charles D. Wheeler and Actuary CG. R. 
Fitzgerald were other home office 
speakers at the morning session. 

Richard H. Breeze, who has been 
with the State Mutual for more than 
a quarter of a century, told his experi- 
ences. Thirty minutes of discussion on 
selling talks that» have won, this fea- 
ture, presided over by Joshua B. Clark, 
brought out many valuable pointers. 
Bruce Sweet discussed weekly produc- 
tion; Albert D. Hatfield, business in- 
surance; William L. Scharles gave his 
opinion of what constitutes a success- 
ful agent; Roy A. Lathrop discussed the 
dollars and cents value of good will; 
Norris H. Bokum, of Chicago, told how 
to sell large policies. The first day's 
session concluded with a thirty minute 
symposium on “Prospects and a Tactful 
Approach.” 

The high standard was maintained 
during the afternoon, the speakers and 
topics being as follows: 

General Counsel Bullock, Supervisor 
of Applications Landry, Treasurer 
Mackintire, home office subjects. 

“Successful Closing Arguments” de- 
bate, John H. York, chairman. E. A 
Denny, William Munson, “Putting Forth 
Your Best Efforts”; Henry A. Smith, 
“Life Insurance and the Inheritance 
Tax”; Albert St. Peter, “An Allotment 
as a Pace Maker”; W. Thane Boyden, 
George F. Robjent, “An Endowment 
Club”; William H. Cunningham, Homer 
G. Sperry, “Income Insurance”; Edward 
A. Hobbs, “The Beginner in Life In 
surance.” 


PROMOTE O. B. SHORTLY 


The Metropolitan Life Insurance 
Company has promoted O. B. Shortly, 
superintendent of the Ottawa district, 
to be the chief agent of the Company 
for the whole of Canada. He will 
continue to manage the Ottawa district, 
and his new duties will be in addition 
to those he is already performing. 

For the past thirteen years Mr. 
Shortly has been superintendent of the 
Ottawa district, which is one of the 
largest and most important in the whole 
of Canada. In the cities of Ottawa and 
Hull, the Metropolitan Life has no few- 
er than forty-three thousand policyhold- 
ers. The Company's Ottawa office oc- 
cupies the entire ground floor of the 
Metropolitan Building and employs 
forty-two of a permanent staff. 





The Providers Life of Chicago reports 
progress in disposing of the $100,000 
additional capital stock. 
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Debate in Congress 
Over Risk Bureau 


ANSWERS MADDEN’S CRITICISM 


Congressman Sterling Calls Bureau a 
Marvel of Efficiency; Wonderful 
Work Done 





An interesting discussion took place 
in Congress a few days ago over com- 
plaints that members from 
some wives and mothers of soldiers 
whose allotments from their husbands 
and sons are their sole or principal 
means of support, alleging “that they 
are unable to get their allotments ad- 
justed or, if adjusted have not’ received 
remittances in full.” This resulted in 
the introduction of the following resolu- 


reached 


tion: ° 

“Resolved, that the Secretary of 

the Treasury be requested to re- 
port to the House the cause of the 
delay in making adjustments and 
payments, and also, to advise the 
House of the number of allotments 
thus far adjusted, and paid, the 
number adjusted on which pay- 
ments have not been made, and 
the number of unadjusted allot- 
ments; the number of persons 
employed in the War Risk Bureau, 
and the percentage cost of adjust- 
ments and payment, and when the 
work of the Bureau is likely to 
be current.” 

Madden Criticises the Bureau 
Madden thought that 
the Bureau was weak on organization. 
He thought, too, thcre were some men 
in the Bureau who should be in the 
military service. It was stated that 
there are 3,300 clerks in the Bureau 


Congressman 


In the speeches that followed there 
were some strong defense: of the Bur 
eau. This is part of the discussion: 
Wonderful Work Since Last October 

Mr. Sterling, Hlinois. The law was 
passed the 6th day of last October. 
There was not a particle of organi 
zation to begin with—only'~ seven 
months ago. After that law was 
passed there was not even a_ blank 
printed on which the Bureau could 
do its work. In the first place, 
the Secretary of the Treasury of that 
department had to find a man to take 
the place as director of the Bureau. 
Before even he had done that applica. 
tions for insurance, allotments, and al- 
lowances began to pour in on the 
Pureau, and now to-day there are more 
than 2,000,000 applications pending 
that is, more than 2,000,000 applica 
tions have been received at the Bureau 
for insurance on the lives of our sol- 
diers. On the 4th day of May, 1,864,- 
416 applications had been received for 
allotment and allowance. Now, when 
we consider that this bureau began 
its work less than six months ago, 
with an organization made up largely 
of raw material, made up of men and 
girls who had no business training and 
no experience in work of that kind— 
in spite of that fact this bureau has 
passed 760,000 cases for allotment and 


allowance and has issued and mail- 
ed more than 600,000 insurance poli- 
cies, and in addition to that has is- 
sued many thousands of policies which 
it has not yet sent out for the reason 
that the soldier did not give directions 
in his application as to whom it should 
be sent. 

I want to say to you that I think 
the work that has been done by the 
bureau is a marvel of efficiency, when 
you consider the circumstances which 
have surrounded it. 

2,000,000 Policies 

Mr. Denison. 1 was going to ask my 
colleague if he was not mistaken ifi 
the last statement he made abouf the 
number of policies of insurance. I Saw, 
in the bulletin issued by the Bureau of 
Public Information where they had in- 
sured some time ago 1,700,000 men and 
that the average policy was $8,500. So 
I am afraid my colleague had his fig- 
ures too small. 

Mr. Esch. ‘The difference arose in 
the fact of the difference in the amount 
of the insurance and the amount of al- 
lotment. The gentleman is right about 
750,000 allotments being passed on, but 
there are practically now about 2,000,- 
000 policies. 

Mr. Sterling of Illinois. Il am correct 
in my statement. They do not mail out 
a policy from the bureau unless the 
soldier indicates in his application to 
whom it shall be mailed, and they have 
on file in the department a great many 
insurance policies under those condi- 
tions, but the number of those I can 
not give you. But on May 4, 590,000 
policies had been mailed. But, as my 
colleague from Illinois (Mr. Denison) 
has stated, the policies average over 
$8,000 apiece, and the polic.c.s inat have 
been issued and maited and the poli- 
cies that are still in the oflice vaults 
of the bureau amount to $16,000,000,000. 


Compares War Risk Bureau With Pen- 
sion Bureau to Latters Disadvan- 
tage 
Now, just compare that with the Pen- 
sion Bureau, if you will, I do not think 
anyone will deny but that the Pension 
Bureau is efficient. I have not heard 
any complaints about its work. If you 
can get a widow's pension through the 
Pension Bureau short of eight or nine 
months, you will do better than I can. 
1 will undertake to say that more 
than half of the widows’ pensions that 
have been granted within the last year 
have been pending before the depart- 
ment for a year. Now, they are not 
ineflicient, and I will undertake to say 
that it does not take any more work 
to pass on a widow’s pension claim 
than it does to pass upon an allotment 
or allowance in the Bureau of War-Risk 
Insurance. Now, taking those: things 
into consideration, and taking the fact 
into consideration that the people of the 
country do not understand yet how to 
proceed .to get these allotments and 
allowances, which fact accounts for a 
great deal of the correspondence that 
comes to the Members of the House and 
to Senators. Taking all things into con- 
sideration, the work accomplished en- 
titles the men in charge of our admira- 
tion rather than our knocks. The law- 
yere of the country do not know what 
the law is. A week ago I had a request 
from one of the circuit judges in my 
district asking me to send him 60 copies 


of the war-insurance law, so that he 
could give a copy to each member of his 
bar, se that they would know what 
the law is. That accounts for a great 
adcal of the delay, if you can really call 
it delay. But I will undertake to say 
that you can not justly call it delay 
if a soldier enlists in December, as in 
the case the gentleman from Illinois 
referred to, and his dependents get their 
allowance on the 7th day of March. 
That is not unnecessary delay. They 
have to make some investigation. They 
can not pay out this great amount of 
money without knowledge as to whom 
they ere sending it. 


Every Month Change 200,000 Records 


Let me call your attention to another 
thing that the bureau has experienced. 
They have to make many changes in 
the record, and they have millions of 
records. They have to keep a record of 
every allotment, a record of every al- 
lowance, a record of every insurance 
policy, a record of every compensation 
case, and a record of every marine- 
insurance case. 

They have to make every month 200,- 
000 changes in those records. When 
a soldier dies they have to change the 
record; if his wife dies, they have got 
to change the record; if a child dies 
or a child is born, they have got to 
change the record; if an _ allottee 
changes her place of residence, they 
have got to change the record. If a 
soldier is promoted or demoted, the 
case must be readjudicated and the rec- 
ord changed. And one gentleman in 
the bureau showed me personally a 
great table covered with checks, over 
40,000 of them, which they had sent out 
und which had been returned through 
the Post Office Department for the rea- 
son that te post office could not find 
the addressees. Forty thousand of 
them were there on the table in one 
room in the bureau. Now, they had 
done their part: They had mailed 
these letters according to the informa- 
tion they had. Sometimes the address 
on the application is not very distinct 
and not very well written. There are 
thousands and thousands of cases where 
the allottee, or the person entitled to 
compensation, moves from one place to 
another without notifying the bureau. 
They are not responsible for that. 
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“Why Should I Carry Life Insurance?” 


No. 3: The Merchant — 50 Years of Age — Married 
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You have built up this splendid busi- 
ness, and won your credit among busi- 
ness men by a life time of careful and 
honorable dealing. For these years of 
work, anxiety and worry, your com- 
pensation has been more than the mere 
dollars you have accumulated. That 
greater compensation has been the sat- 
isfying knowledge that you are a busi- 
ness man; that you have matched your 
judgment, your foresight, and your 
brain against the world and have won, 
and are still winning. You have built 


up an imposing structure. Is there a 
weak place in your foundation? If 
so the storms of future years may 


sweep away, in a short time, what you 
have been years in building. If there 
is a weak place in the building, of the 
average business man, it is in his fail- 
ure to conserve that which he has al- 
ready won. 
The Dangers of a Panic 

Suppose a panic, like we had in 1893 
were to sweep over this country. Judg- 
ing by the experiences of many high- 
class business men who went through 
that panic, what are some of the dan- 
gers that might threaten your business? 
Today, in the sunshine of prosperity, 
you give a big order for fall goods. 
These goods arrive and are placed on 
the shelf, and you await trade. But, 
hard times settled down over the coun- 
try. Men who previously paid cash, are 
row asking for credit. Many of your ac- 
counts, which are good, are uncollect- 
ible. You get a letter from some whole- 


saler imploring you to send in pay- 
ment on account, because somebody 
else is pressing him. You go to the 


bank to raise a little money and the 
banker meets you with an anxious 
countenance—“I am sorry but we will 
be compelled, when your loan is due, 
to call in the amount that we have 
loaned you, and we shall be unable to 
advance you any more money. It is 
not a question of your credit, because, 
if we had a dollar of money to loan, 
there is not a man in the whole com- 
munity that we would sooner extend 
credit to than to you, but we dare not 
let the money go.” 
A Crisis Reached 


You try to stand off your whole- 
saler. In desperation, he starts a law- 


suit. Others become alarmed, and, be- 
fore you realize it, it becomes a stam- 
pede. <A receiver is appointed, and 
your affairs are wound up. And, after 
the shrinkage and expenses are taken 
out, there is little or nothing left. You 
say this is a pessimistic view and not 
likely to happen. That may be the 
very reason why you should guard 
against it. If it were the usual and 
expected, you would have guarded 
against it long ago. It is the unusual 
and unexpected that catches the man 
in a bad situation 
If You Die 

Now, all this is possible with you 
here, in charge. What might it be with 
you gone? One of the world’s great 
bankers made this statement: “In our 
opinion, 95 pér cent. of the elements of 
success of any business originates in 
the personality of its management. To 
off-set the loss of which life insurance 
offers the only medium,” and he fur- 
ther states, “Life insurance is one of 
the necessary additions to the tangible 
assets of every successful business en- 
terprise.” At your death, the law ap- 
points an administrator. All outstand- 
ing bills become due, the inheritance 
tax, the property tax, the loan at the 
bank, and the charges of the doctor 


‘business 


and the undertaker, and the family liv- 
ing expenses going on just the same. 
There must be cash from some source 
to meet all these things. If vou knew 
when this event was to transpire, you 
would be well prepared for it. You 
could not afford, nor would it be good 
business to carry in the bank at all 
times, a sufficient sum to meet these 
needs. The lawyer who makes out 
your will, the doctor who sits at your 
bedside during your last illness, the 
banker who has backed you up during 
your life time, the undertaker who gives 
the last service, the administrator who 
settles up your estate, practically all 
carry life insurance, because, in their 
positions, they have seen many similar 
cases, and realize the urgent need. 
Every business, with which you are as- 
sociated, will be an indirect beneficiary, 
because at your death they will be able 
to get the money due them, to meet 
their obligations. 
Value to All Property 

I had the personal acquaintance of a 
bright business man, who would have 
made good in a big way had he lived, 
but death came at a critical time in his 
affairs and his funeral was 
postponed two hours after friends had 
assembled at the house, so his wife 
could go out and get some one to en- 
dorse her note to pay the funeral ex- 
penses. The man who buys a policy of 
life insurance not only adds the face 
value of his policy to his estate, but he 
adds a value to his other property, 
because it means that his other prop- 
erty will not have to be sacrificed for 
want of cash in settling it up. 

From the standpoint of the estate, 
what does it matter how much you 
value your property? The real test is, 
what will it be worth by the time it 
gets to your heirs. The world today is 
ready to take off their hats in recogni- 
tion of your splendid business ability, 
but if you were to die and leave your 
property in such shape that it would 
shrink one-half or one-third in settling 
it up, what then would be their verdict? 
Besides backing up your business, and 
conserving the earnings of a lifetime 
without a cent of cost, you are at the 
same time building a permanent estate 
to safeguard your old age, under easier 
and safer conditions than under any 
other plan ever devised by man. 

The true measure of a successful life 
is to make good on one’s obligations, 
whether they be to his business asso- 
ciates, to his family or to his Creator. 


Death From Infection; 
Accident Policy Valid 


DECISION OF IOWA COURT 


Insured Got Blood Poisoning From 
a Neckscarf Pin—Traveling Men’s 
Association Case 





The United States District Court for 
the southern district of Iowa has ren- 
dered an opinion that death from infec- 
tion from cocci on a scarf pin is cov- 
ered under an accident policy. The 
“ase was that of Maud Lewis, execu- 
trix against the Iowa State Traveling 
Men’s Association and was tried to the 
court on an agreed statement of facts. 

John F. Bailey, the insured, was a 
strong, vigorous man in excellent health. 
He discovered a small pimple on the 
right side of his upper lip. He re- 
moved his gold scarf pin from his neck- 
tie, and intentionally pricked the pim- 
ple with it. His lip became immediately 
infected with staphylococci infection 
which spread and caused his death a 
few days later. 

Scarf Pin Infected 


There was an agreement that the 
scarf pin was infected and that it car- 
ried the cocci upon it. The Court said 
it was not a case of breaking the skin 
and having it afterwards infected, but 
that the infection came directly from 
the scarf pin; that the insured did the 
act in the same manner thousands do 
every year, making no effort to steril- 
ize the pin. The infection was such 
that it could not in the nature of things 
be discovered by him without a micro- 
scopic investigation. To the mind of 
the Court the means employed were 
clearly accidental. A man who eats in- 
fected food, without knowledge of its 
infection is doing something he did not 
intend to do. The eating of the food 
is voluntary, but the eating of the 
poison is not. The housewife goes to 
the flour bin, kneads her bread, bakes 
it and serves it. Those who eat it die. 
It is found that the bin contains not 
only flour, but arsenic. The _ unfor- 
tunates voluntarily ate the bread com- 
posed of flour and_ arsenic. The 
“means” causing death is accidental. 

A special clause in the policy ex- 
empted liability for accidental death 
resulting wholly or partially, directly 
or indirectly, from local or general in- 
fection except when such infection or 
inflammation results from a visible or 
open wound caused by external, violent 
and accidental means. Discussing this 
feature of the case the Court said: 
“What is meant by infection which re- 
sults from a visible or open wound? 
Strictly speaking how can infection re- 
sult from a visible or open wound? 
Modern science has demonstrated that 
infection results from the entry of liv- 


ing organisms into a wound. In this 
case we have a wound. What caused 
the wound? The pin and the cocci 





NIAGARA LIFE BUILDING 
ae aoa 

















Mohawk Cor. Franklin Street, Buffalo, N. Y. 


The Combined 


Life, Sickness 
and Accident 


policies, sold only by the 


Niagara Life Insurance Co. 


(WILLIAM H. CROSBY, President) 
Protects the insured and his 
dependents. 


Live wire reliable agents may 
obtain very favorable 
contracts 





Communicate with 
E. H. PUKKE 
Vice-Pres’t & Gen’l Manager 
BUFFALO, N. Y. 








which were on the pin. The wound was 
not caused alone by the pin, but in its 
nature and character it was in part 
caused by the cocci. The fact that the 
cocci entered the wound in its making 
ought not to make any difference in 
the construction of this provision of 
the contract.” Judgment was given in 
favor of the plaintiff, but will doubtless 
be appealed. 
Opposed to Spitz vs. Maryland Casualty 

The decision is almost directly op- 
posed to that of Spitz vs. Maryland Cas- 
ualty Company decided by the United 
States Court of Appeals of the Third 
Circuit, which case was decided Decem- 
ber 31, 1917, and reported in 246 Fed- 
eral Reports, 817, where the insured 
died of erysipelas on January 22, 1915. 
Late in December, 1914, a boil had ap- 
peared on the back of his neck and for 
this he was treated at the office of a 
doctor. About January 1 his condition 
was improved. He returned to his busi- 
ness, which was that of butcher, and 
on January 4 was engaged in cleaning 
chickens, a work that soiled his hands 
with blood and other substances. His 
neck began to itch and he rubbed the 
offending place with the result that he 
broke the scab. In a short time he bo- 
came sick with erysipelas and died on 
January 22. The Court held that the 
insured had done just what he intended 
to do, namely, rub or scratch his neck 
to relieve the itching; there was no 
evidence that he was disturbed or in- 
terfered with during the operation and 
an ordinary and not unusual result fol- 
lowed and therefore no liability under 
the policy. 

Kendall vs. Travelers Protective 


Another case in point ig that of Ken- 
dall vs. Travelers Protective Associa- 
tion decided by the Supreme Court of 
Oregon January 15, 1918, reported in 
169 Pacific Reporter, 751, which held 
that a wound intentionally made by a 
barber in removing an ingrowing hair 
from an insured’s face, with his con- 
sent, was not made by accidental means. 
In this case the Court stated that un- 
der an accident policy, liability must 
be determined by causes rather than 
consequences. If the wound was made 
intentionally into which wound an in- 
fection was introduced it would not 
come within the meaning of the term 
“accidental means.” 


PLAINT FROM MONTANA 


That State’s Insurance Department 
Wants to Be Represented in Com- 
missioners’ Conferences 


The annual report of R. G. Poland, 
State Auditor and Commissioner of In- 
surance ex-officio of Montana, is a plea 
for a larger staff and more funds. He 
says that for years Montana has been 
unable to take its place in conferences 
of other insurance commissioners be- 
ce.use the force is so inadequate that 
the Deputy Commissioner, the only one 
available for such work, could not be 
spared from the work of the office. 
Continuing he says: 

“Changing conditions, State develop- 


ment and the complexity of nfodern 
insurance have rendered our present 
small code of insurance laws entirely 


inadequate for the proper protection of 
our insuring public, and the upholding 
of the companies authorized to transact 
business in Montana in their efforts to 
promote correct insurance practices in 
our State. Some of the laws should be 
repealed, others should be amended in 
order that they may have force, and 
many new laws which have been tried 
in other States and, found admirable, 
should be added. to our statutes, It is 
the intention of the Department to pre- 
sent many such corrections and addi- 
tions, to our laws. for considerdtion of 
the next legislative session, with the 
hepe that a complete code, free from 
ali ambiguities and irrelevancies, and 
providing for strict, regulation of insur- 
ance in all its compiex modern phases, 
may be enacted.” 
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ball and baseball captain of several 
years ago, in addressing the Aetna Life 
Club, recently remarked that a_ base- 
ball player who went to bat hesitatingly 
and with an element of fear wrapped 
up in his anatomy usually got what he 
expected, three short slaps in the air 
and the bench for him. It was on his 
mind to strike out and he did the job 
quickly. 

Mental attitude holds an important 
place in all athletic games and con- 
tests. A few years ago trained muscles 
were considered the chief assets in win- 
ning golf, tennis, billiards, baseball and 
other sports. A wonderful change has 
taken place within the last ten years 
in these athletic games in that now it 
is considered that while muscles must 
be trained and well trained the mind 
also requires even greater training. 

Clear Will Necessary 

Analysis has shown that muscles will 
effectively execute only what the mind 
clearly wills and directs. Uncertainty 
and hesitancy on the part of the mind 
as to the hitting of a baseball, or tennis 
ball, means inaccuracy and failure on 
the part of the muscles to perform suc- 
cessfully. 

The attitude of the mind has much 
to do with victory or defeat in what- 
ever game you are in--athletic or busi- 
ness, and in order to insure victory 
you must secure mental confidence. 

In these days of practical psychology, 
there is a scientific reason for this at- 
titude of mind and insurance men 
should study, as have these athletes, 
and find out the best methods of produc- 
ing mental confidence. 

You are all in closely contested games 
of business and must train yourselves 
to come across with the “pinch” hit 
at the right time and to do this you 
must have knowledge of not only your 
own mind, but a general knowledge of 
other minds over which you traverse 
your way through life. Your lack of 
confidence may be due to inability to 
concentrate, lack of plans, ineffective 
speech, failure of self-control, ete. Find 
out what it is and half your battle in 
life is won, 

Newcomer Must Not Give Up Easily 

ew athletes, insurance agents or 
business men make good right from 
the start. The newcomer in the base- 
ball or business world seldom plays his 
best game at the start. The newness 
of the situation, the lack of knowledge 
of the game he is in, the failure to 
know his company, the anxiety to get 
quick results, puts on his mind too great 
a tension and he makes a misplay, and 
his game is lost. 


Mental moods are instantly commu- 
nicated. The players behind a pitcher 
who has “gone up in the air” lose con- 
fidence and the team goes to pieces 
and the game is lost. The prospect who 
hears a weak, flabby story from a weak- 
minded solicitor gets away from him as 
quickly as possible and keeps his money 
in his pocket. 

If the pitcher had accepted the hits 
against him in that one bad inning as 
a matter of course and had taken time 
to recover or if the agent who got rat- 
tled during his interview had taken a 
quick moment to crganize a counter at- 
tack, the games that were lost on the 
diamond or business field might have 
been won. 

Baseball players of years ago used 
to carry rabbits’ feet, lucky stones and 
charms around with them, and when 
they were going bad a simple touch of 
the magnetic charm was enough to 
knock the flurry right out of them and 
put them in the running again. It 
wasn’t the charm that did the trick. 
It was their mental attitude. Get your 
active mind working right and maintain 
it and all else will follow even as night 
the day, and above all get your mind 
thinking of the things you want, not of 
the things you don’t want. Hither be 
an agent with a big “A” or step out 
of the way and let someone better fitted 
for it have the job. 


J. H. Sacken, of the 


A Letter Manhattan Life in 
That Delivered New York City, has 
the Goods written a letter to a 


man who had applied 
for $15,000, but when a few days later 
a big explosion at his factory threw his 
business out of gear, Mr. Sacken was 
informed that it would be utterly impos- 
sible for him to consider taking any 
more insurance for at least another 
year. Mr. Sacken then wrote this let 
ter and two days later, received the 
gentleman’s check for the full annual 
premium: 

Dear Mr. Blank:—During our last 
luncheon you were good enough to pay 
me the highest compliment known to 
“a salesman—you told me that I knew 
my business and knew it well. t am 
proud of it and justly so, for your 
judgment is guided by mature age and 
a thorough experience with salesmen. 
May I not therefore take advantage 
of your favorable opinion and express 
as well as I am able, what business 
knowledge and conscience dictate to me 
in regard to your life insurance? 

I have before me a contract, issued 





by an old and solid company, which 
guarantees for an annual deposit of 414 
per cent. of the face value to imme- 
diately increase your estate by fifteen 
thousand dollars. Absolutely secure 
from influence by market fluctuations or 
adverse conditions, unattachable and 
free from any taxes, this contract is 
the safest and sanest solution of the 
problems which the uncertainty of life 
thrusts upon you, and nothing in the 
world can take its place. Granted con- 
tinued life and health as well as con- 
ditions enabling you to securely invest 
at 6 per cent. compound interest, it 
would take the same annual deposit 14 
years to accumulate what this contract 
creates for you at once. The man who 
buys life insurance is not spending 
money—he is making money, for no 
money is made until it is saved. 

At present you are in good health 
you do not expect to leave this world 
on short notice; let us hope that you 
won't. But what about accidents? They 
happen to the strong as well as to the 
weak. What about the many diseases 
we all are subject to? Just think! 
Kvery now and then some friend or ac- 
quaintance passes out of life. Think 
again! Might it not be you yourself 
who one of these days furnishes the mo- 
mento mori? 

For having celebrated your 52nd 
birthday healthy and hearty, you should 
be thankful; for having at that age 
heen found a desirable risk for ordinary 
life insurance including disability pro- 
tection, you may justly be proud. But 
also be thoughtful. Yours is the age 
of caution where one must look for se. 
curity--not high rates of interest. The 
years to come bear more danger to life 
and health than the years gone by —-the 
power of resistance is not the same as 


it was 20 years ago and mind and body 
are apt to deteriorate. To few is given 
the privilege of reaching the biblical 
age, but none is there who at the age 
of 52 can afford not to take advantage 
of a 22 to 1 bet on his life, without in- 
jury to his best interests. 

An unfortunate delay caused by red 
tape and an unfortunate explosion may 
easily affect an impulsive attitude— 
but can they to the smallest extent de- 
preciate the relative value which first 
prompted this attitude? Can they mini- 
mize the hazard and the conditions 
which necessitate life insurance? Can 
they change this most exact science 
which proves for-the age 52 a mortality 
of 1.539 per cent; Is your life worth 
less today than you thought it was a 
few weeks ago, and would your untime- 
ly death be now a smaller financial loss 
to those for whom you live, work and 
save? 

In this letter I have ignored most of 
the laws of standard salesmanship—l 
wanted to speak to you just as I feel 

sincerely and from the bottom of my 
heart. In every man’s life there comes 
an hour when the efforts of some life 
insurance agent become an either happy 
or sad memory—when hopes and ex- 
pectancies are balanced against facts 
and deeds, and as long as this contraci 
is in my possession I shall urge—and 
I am in dead earnest—urge and repeat: 
insure now for all that’s offered you 
you may want it when it is too late. 





Fred J. Williams, who for the past 
five years has been superintendent of 
the Batavia district of the Metropoli- 
tan Life, has been promoted to the 
superintendency of the Jamestown, N. 
Y., district. 





ARTHUR E. CHILDS, President 
LIFE, ACCIDENT, and 


covering Permanent and 


The Columbian National Life Insurance Company 


Total 
Indemnity for Loss of Time— 
A Combination That Means Money for the Agent 


Agents seeking Attractive Contracts in good territory are invited to 
correspond with the Agency Department of the Company. 


BOSTON, MASSACHUSETTS 
HEALTH INSURANCE 
Disability and Weekly 








ests of all members. 





A PENN MUTUAL PREMIUM, less a PENN MUTUAL DIVIDEND, 
purchasing a PENN MUTUAL POLICY, containing PENN MUTUAL 
VALUES, make an INSURANCE PROPOSITION whicn in the sum of 
ALL ITS BENEFITS, is unsurpassed ‘for net low cost and care of inter- 


THE PENN MUTUAL 


Life Insurance Company 
OF PHILADELPHIA 


On January 1, 1909, rates were reduced and values increased to full 
3% reserve 








Established 
1867 

















Four big success factors in the work of the Union Central 


The SECURITY of the non-fluctuating, panic and war 
proof investments, limited to first mortgages on carefully 
selected cultivated farms, and U. S. Liberty Bonds. 

The SAVING enjoyed by policyholders in premium de- 
posits, the result of the i 
favorable mortality, and economy of management. 


THE UNION CENTRAL. LIFE INSURANCE COMPANY 


Jesse R. Clark, President, _ 


The GOOD WILL created by farm loan investments, 
developing the Country’s agricultural 
thereby contributing largely to the world’s food supply. 
The UNIQUE SERVICE extended freely to the insured 
and their beneficiaries, meriting the appellation—the 
Great Policyholders’ Company. 


resources, and 





THE REAR GUARD 


No more virile and efficient body of men can be found than the large army of life underwriters. 


Towering back of the agent in his efforts, as a mighty rear guard, is the strength and prestige 
of the Company and the Institution he represents. 
agent’s morale and chance of success. 


of Cincinnati, O. 


The stronger the rear guard, the greater the 


Allan Waters, Second Vice-President 





Agency Force are: 


Company’s superior earnings, 
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Business Associations 


Help men to success. 


Provident agents are associated with a business organi- 
zation whose reputation for integrity, fair dealing 








and financial security extends over half a_ century. 
Write for information 
The Provident Life and Trust Company 
of Philadelphia 


Founded 1865 


THE MOST VALUABLE POLICY FOR YOU 


Mr. Agent, is to write your prospect in the Company writing 
the most valuable policy for the insured. 
Secure prompt action in the 





INSURANCE COM 
MASSACHUSETTS 


WILLIAM N. COMPTON, General Agent 
Metropolitan District 
St. Paul Bldg., 220 Broadway, New York, N. Y. 

















Rosen Bought a put myself in hock for I don’t know 


aes, ° how long,” he commented, “but it is 
Million in Bonds un incentive that will be an inspiration 
to go out and write more insurance. 1 
couldn’t mortgage myself to a better 





“HAVE HOCKED MY FUTURE” 





Says It Will Be Great Incentive To purpose.” 

Work For Life Mr. Rosen told several stories. It 
Insurance is his practice to start the day's work 
There was plenty of variety at the by selling a few $1,000 W. S. S. mem- 
meeting of the Life Underwriters’ As- berships. Sometimes he sells four or 
sociation of New York at the Arkwright five of these subscriptions to one man, 
Club on Tuesday night. Diamond med- the additional subscriptions being for 

als for being super-Liberty bond sales- the purchaser’s children. 
men were awarded to H. A. Barker, of Sold $950,000 of Bonds in 20 Minutes 
The Prudential in Brooklyn, and to It will be recalled that Mr. Rosen had 
Harold E. Coe, of the New England announced that he intended to sell $5,- 
Mutual in New York. 000,000 of Liberty bonds. He began by 
Charles Richman, once one of the most addressing a group of eighteen men on 
famous leading men in the American the day the drive started. He sold 
theatre, made a speech as an agent of them $950,000 of bonds in twenty min- 
the New York Life, his new job. Harry utes. On the next day he received word 
B. Rosen, who presented the diamond {hat his son—at a Connecticut school 
medals, told some new stories, and the was dangerously ill. During the rest 
principal guest of the evening, Vice- of the campaign he was at his boy’s 
President Hamilton, of The Prudential, )edside, but whenever the doctor told 
delivered a stirring talk on silesman- him that the patient was resting a lit- 
ship and on the war. Just to afford {le easy, Rosen would go to a theatre or 
good measure, O. S. Rogers, W. F. At- some other place and make a Liberty 
kinson, L. A. Cerf, Lawrence Priddy |,oan talk. In a Waterbury movie he 
and J. S. Myrick also spoke. sold $200,000 worth of bonds. In all 

he sold $2,000,000. 

week When he finally returned to New 
York he found the Red Cross Drive in 
He had not intended going 


Coe Talked in Factories 
The Eastern Underwriter last 
told the story of Harold A. Barker, the 
industrial agent, who surprised the town full swing 
by his work in selling Liberty bonds, imto it because 
Barker in reality won both medals, but New York, but he couldn't resist. In- 
he generously refused to take two, and Cidentally, he sold four $100,000 life in- 
it was decided that the work of Harold surance policies after getting large Red 
Kk. Coe, of the New England Mutual, Cross subscriptions from four men. 
justified his being awarded the other In his talk, L. A. Cerf warned insur- 
medal. He is a young man who sold ance agents from letting down their 
most of his bonds in factories and other pressure after being in a Governmental 
places where there were large numbers drive. “Don’t forget life insurance,” he 
of persons to be addressed. said. 


of his absence from 


How Rosen Starts His Day Driving Power 
In his talk Mr. Rosen said he had Mr. Hamilton told of the driving pow- 


purchased $1,000,000 bonds himself. “I er, the dominance of will that the agent 














must have if he would meet with suc- SINGLE HANDED CHALLENGE 
cess, After discussing salesmanship he memaceel 

said that he simply must discuss the E. A. Woods Agency Will Try and Write 
crisis before the nation, and his elo- Larger Pald-For Than Combined 


: ; & Agencies 
quent picturing of conditions brought ——— 
round after round of applause. The E. A. Woods agency undertakes 
to do a larger paid-for business during 
_———$ $$ 1918, than the total business of twenty 


one other agencies of the Equitable 
Life Assurance Society, grouped in this 
contest as “The Field.” The Pittsburgh 
Not a Chance of Their Entering Into gee ee get vo 1917 woe 
na . P16,115,589 anc a 0 1@ agencies 
a Military Alliance, Says Robt. comprising “The Field” $15,880,689, 
R. toe Laer making the contest an even one A 
minininii trophy will be awarded by the associa 
Robert R. toe Laer, the Holland re tion to the winner. If ae ree wens 
insurance manager, who ts now in this it will go to that agency of “The Field” 
rite corns , . 5S which makes the best all-round record 
country, during his recent tour of There will be a second trophy for th 
America was asked by representatives losing side, to go either to the agency 
. supervisor of the Woods agency, or to 
the general agency of “The Field,” as 
the case may be, making the largest ac 
tual increase in businc ss For the first 
“There isn’t even a slight possibility, four months “The Field” has a lead 
in my mind, that the Netherlands wil] Over the Woods agency of $624,920. The 
become allied with Germany. Neither @g¢ncies comprising “The Field” are 
is there any possibility, in my mind, Maull & Co. Newark; Wilson, New 
that Germany will break with the York; Lake & Son, Memphis; Wads 
Netherlands. worth, Chicago; Keating, Minneapolis; 
Ramsay, Allentown; Jordan, Washing 
ton; Ryan, New York; Stratton, Bos 
ton; Lyddane, Kansas City; Armytage, 
Winnipeg; Moore, Chicago; Seibert, 
New York; Weil, Philadelphia; Beal, 
New York; Knowles, Pensacola; King, 
Manstield; Biedler, New York; Heren 
den, New York; Register, Philadelphia; 
Mosier, Philadelphia 


HOLLAND AND GERMANY 





o? daily newspapers for his views on 
the relations between Holland and 
Germany. He said: 


“There are three important reasons 
for this last statement First, the 
Netherlands has about a million com- 
pletely equipped men in its army 
This means Germany would be com 
pelled, in event of a break, to take 
a million men from the western front 
to oppose the Netherlands army. Ger 
many cannot afford such a move—Ger 
many hasn’t the men to spare for such 
an operation Second, if Germany 
should break with and oppose the 
Netherlands Germany would have an 
enemy, and a disagreeable enemy too, 
at her back This is another thing 
Germany does not want—a thing Ger- 
many cannot even think of for a 
moment. And third, if there should 
be a break between Germany and the 
Netherlands, and the Netherlands 
would become allied with the Allies, 
which would be inevitable, the Allies} 
immediately would have an open route 
to Antwerp and thence to Brussels, M. F. Studenmund, special agent of 
Ostend and other Belgian towns. Ger-Hjthe Cleveland National in Pennsylvania 
many could not permit such a movefMis resigning to enter the local business 
ment for a number of reasons.” in Philadelphia 


QUOTES FROM SHAKESPEARE 

“The New England Pilot” in its cur 
rent issue publishes insurance quota 
tions from Shakespeare 

Two of these quotes follow: 

“A mother’s thanks, a widow's 
thanks.—King John.” 

“The widow's champion and defense 

Richard Il.” 


The Republic Casualty Co., of Pitts 
burgh, will open their Philadelphia of 
fice on June Ist 





The Right Place for the Right Man 


The capable and energetic man or woman who represents a company which provides 
an unexcelled policy at a low net cost is sure to succeed as a life underwriter. That 
is why our representatives everywhere are loyal, contented and enthusiastic. The rep- 
utation of their Company for prompt and efficient service gives them a confidence which 
wins the confidence of the insuring public. 


Occasionally we have a General Agency opening. 


JOSEPH C. BEHAN, Superintendent of Agencies 


MASSACHUSETTS MUTUAL 
LIFE INSURANCE COMPANY 


Springfield, Massachusetts 
Incorporated 1851 

















54 Millions from 42 Agencies 


38 Millions Increase in Insurance in Force 





The 1917 Record of Efficient Service 
by our Competent Agency Force 


New England Mutual Life Insurance Co. 
Boston, Mass. 
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LIVE HINTS FOR BUSINESS GETTERS 


Practical Suggestions to Help the Man With the Rate 
Book Increase His Income and General Efficiency 











Harold Pearce, Man- 
ager in Cleveland of 
the Guardian Life, 
has contributed an 
interesting article to 
“Service,” published by the Guardian 
Life, in which he discussed the mental 
side of salesmanship. He said: 

“As a man thinketh in his heart, so 
is he.” That was remarked long before 
your time or mine, but it has nof lost 
its potency. 

You can make your business just as 
bad as you think it’s going to be; like- 
wise, you can build it up if your think- 
er isn’t out of joint. 


When the Mind 
Is Right, the 
Man Is Right 


My experience convinces me _ thal 
success in life insurance depends 
mostly on one’s mental attitude. | 


know that when my mind is centered 
on the importance of people carrying 
insurance and I go after business in 
that frame of mind, I get it. This is 
also true with the successful men in 
our profession with whom I have come 
ia contact. 

My experience in agency work has 
taught me to realize that the man of 
little experience, ordinary education, 
ordinary appearance—if he is master 
of his mind—will twice discount the 
man of experience, high-class education 
and fine personality, who has no con- 
trol over his thinker. 

A man’s mental machinery is very 
much like a steam engine. It has a 
pump, steam gauge, safety valve, 
throttle, ete. One part of the mental 
machine produces energy, one part 
character, one part determination, one 
part honor, etc, You are the engineer 
in charge. If you have firm hold on 
the throttle, it’s absolutely sure to do 
g00d work; on the other hand, if you 
have a weak hold or you turn yourself 
leose, the result will be similar to that 
of an automobile started down the 
street without anyone at the wheel. 

When you get sunburned you apply 
cold cream. What should you do to 
your mental machine when it has 
caused you trouble or a money loss on 
account of ‘your failure to get up on 
time; keep your appointments; apply 
yourself as a life insurance salesman 
should? 

You should apply the oil of thought, 
the elixir of determination, and a more 
muscular grip on your throttle to over- 
come the defect. 

We see men of all nationalities—nien 
with little or no education—men of 
very inferior appearance, in all voca- 
tions, make a success of life. How do 
they do it? It’s because they are mast 
ers of their energy, ambitions, char- 
acter, habits, etc. 

Equipped with the best life insurance 
contracts on earth, backed by one of the 
greatest financial institutions in this 
country, the Guardian Life representa- 
tives, who thoroughly realize that péo- 
ple must die and the great loss that 
the family will sustain in the event 
ef the death or total incapacitation of 
the breadwinner, can ask a man his 
age and point out to him how much he 
has got to deposit in order to place 
from $1,000 up to the credit of his 
family, and is physically able to get out 
and put in eight hours a day, hasn’t 
very much control over his mental en- 
gine if he fails to pay for a substantial 
vclume of business every month. 

Some representatives of our Company 
think they are handicapped on account 
of appearance, education, opportunities 
or location. Such thoughts are a much 
greater handicap than the imaginary 
difficulties. 

If you want to ingrease the output of 


that mental machine of yours—forget 
such thoughts. 

Quit talking about what you consider 
your imperfections. Fill up your self 
confidence cylinder. 

Quit talking about the difficulties you 
come in contact with. Overcome them 
if you can, but if you can’t—forget 
them. 

Analyze each failure, dissect the mis- 
takes you have made, and forget them 
except to avoid them in the future. 

Re-convert yourself every morning as 
to why people should carry life insur- 
ance. 

If your cylinder of energy leaks and 
tries to induce you to put off seeing 
Jenes until tomorrow, or, to hang 
around the office, tighten up the pack- 
ing, take a firmer hold on the throttle 
of your thinker—yes, get your mind 


right for when the mind is right the 

man gets business, 
* * @ 

Actuary Herbert B. 

New England’s Dow, of the New 

Optional England Mutual 

Instalments Life, has made the 

following statement 

to agents relative to that Company’s 


optional instalments: 

In order that our agents may more 
fully understand the unusual advan- 
tages offered by the New England Mu- 
tual contract, attention is here called 
te the options which our policies fur- 
nish in regard to instalment settle- 
ments; and the request is made that 
some study may be given to the ad- 
vantages to beneficiaries, contained in 
the second and third options, as com- 
pared with those frequently found in 
the contracts of other companies. 

The second option provides for ‘25 
instalments certain and continuous,” 
and no matter what may be the age 
of the beneficiary at the time the claim 
arises, the amounts therein offered will 
always provide, in the aggregate, for 
the full face of the policy. It should be 
carefully noted that in many other con- 
tracts where the options are offered 
for “10 instalments certain and con- 
tinuous,” in no case, where death oc- 
curs within ten ‘years, does the benefi- 
ciary, if younger than 79, receive the 
face of the policy. The amounts en- 

















Metropolitan Life Insurance Company 
Home Office Building 





THE . 
METROPOLITAN LIFE 


Insurance Company 


(Incorporated by the State of New York) 
It is first in the world in amount of 

insurance in force. .. .$3,936,181,898 
It is greater than any other company 

in America in the number of its 


policies ..... pinta pada ae - 18,262,933 
It stood first in the world in amount 
of insurance placed in 1917 
srahvecln eeeaisin ea imaretnan $791,060,002 

It stood first in the world in gain 
in insurance in force in 1917 
Snake 0 0c edhe o-s.od 5 5 4'spaee, 140,902 

It stood first in the world in gain in 
income in 1917...... $40,648,595.67 


WAR SAVINGS STAMPS 


The Company, through its more 
than 15,000 agents, has undertaken 
to sell in 1918 $65,000,000 worth of 
War Savings Certificates and Stamps, 
making an allotment to every agent. 


JOHN R. HEGEMAN, President 








dorsed for the ages from 30 to 50 are 
usually under $60; and if $60 is the 
guarantee, the proceeds of the policy 
are only $600 for each $1,000. 

The attention of the insured should 
be called to the fact that in selecting 
“10 instalments certain and continu- 
ous” he is running a considerable risk 
of materially diminishing the amount 
of insurance he intended to leave his 
family. Also, in the case of “15 instal- 
ments certain and continuous,” if the 
age of the beneficiary at death is less 
than 60, the face of the policy is not 
paid in full if the beneficiary dies with- 
in the 15 years of the instalment-certain 
period. Even the “20 instalments cer- 
tain” does not provide the full face of 
the policy for every age, if death occur 
within the “certain” period. 

But in the second option given in the 
contracts of the New England Mutual, 
the amounts of the instalments offered 
are in no case less than 1-25 of the 
face of the policy; and in the middle 
and older ages the aggregate benefit 
is much in excess of the face. 

In all cases where “25 instalments 
certain” seem too long, by reason of 
the age of the beneficiary, the third 
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Seventy-Five Years Ago 


On the first of February, 1843, The Mutual Life of New 
York issued the first mathematical reserve policy ever 


———— 








written by an American company. 


Having completed its 75th fiscal year on the 31st of 
December, 1917, the Company enters upon the new year 
with a justifiable pride in its impregnable strength, its un- 
surpassed policy contracts, its generous dividends, and its 
great body of well-satisfied policyholders. 


THE OLDEST COMPANY IN AMERICA 
IS THE COMPANY FOR YOU. 


For terms to producing agents address 


The Mutual Life Insurance Company 
of New York 
84 NASSAU STREET, NEW YORK CITY 


ow os wee 





option automatically adjusts the num- 
ber of instalments-certain, because 
whatever the amount of the instalments 
that are paid, the aggregate guarantee 
is the face of the policy, and the estate 
of the insured is in no wise impaired by 
reason of an early decease of the bene- 
ficiary after the death of the insured. 

The dividend-paying period in the 
case of the second option covers 25 
years-certain, and begins with the ex- 
cess interest earned, as declared by the 
directors, over the 3 per cent. assump- 
tion. The dividend is large at first, 
and gradually runs down to a small 
amount. In the case of the third op- 
tion, the dividend-paying period con- 
tinues until the aggregate of the jn$tal- 
ments paid equals the face of the 
pelicy. 


NOT AN EXPENSE 





Provident Life & Trust Discusses a 
Talking Point in Endowment 
Insurance 





The average man when he speaks of 
an “expense” means an outlay which 
does not bring in an equivalent money 
return, says “Notes,” published by the 
Provident Life & Trust Co. 

In this sense the great majority of 
Provident long endowments, especially 
at the earlier ages, are not an expense, 
for the Company pays back to the in- 
sured himself, if he survives the ma 
turity period, or to his beneficiary, at 
his prior death, a larger sum than he 
has paid in. 

When a man takes out such a “Ma 
turing Policy,” he not only protects his 
family if he dies, but creates an estate 
for his own old age and that of his wife 
and through the wonder-working of 
compound interest, the return is great 
er than the outlay, the interest more 
than taking care of the cost of the pro- 
tection and leaving a very substantial 
return upon what he has paid in. 

By showing conclusively that the re- 
turn is greater than the outlay noi 
only in the event of death or maturity, 
but also when, after a few years, the 
annual increase of “Ledger Value” is 
greater, in a majority of cases, than 
the annual payment which the insured 
has been called upon to make, you have 
laid to rest the bugaboo of “expense.” 





The American Life of McPherson, 
Kan., has purchased the assets and 
business of the Home Mutual Life, 
Topeka, 
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= HARTFORD NOTES = 
He 


Every insurance company in Hartford 
went over the top with 100 per cent. 
subscriptions in the big Red Cross drive 
for the Second War Fund. 

Bryan H. Atwater, of Hartford, chief 
clerk of the Connecticut State Insur- 
ance Department, celebrates his 16th 
anniversary with that department on 
Saturday, June 1. Mr. Atwater entered 
the department as chief clerk under 
Commissioner Theron Upson June 1, 
1902, which office he has since held con- 
tinuously under Commissioners Upson, 
Macdonald and Mansfield respectively. 

John M. Holcombe, of Hartford, Pres- 
ident of the Phoenix Mutual, gave an 
interesting address on “Early Educa- 
tion” in Connecticut before the Con- 
necticut Historical Society recently. He 
told about the birth ef Yale University, 
Trinity and Wesleyan Colleges and 
other institutions of learning in Con- 
necticut. 
three score and ten next Saturday, hav- 
ing been born in Hartford June 8, 1848. 
He graduated from Yale in 1869. His 
first employment was with the Connecti- 
cut Mutual in 1869. Subsequently he 
was actuary for the Connecticut Insur- 
ance Department. In July, 1874, he en- 
tered the employ ‘of the Phoenix Mu- 
tual as assistant secretary. The follow- 
ing year he became secretary and in 
1881 a director. He was elevated to the 
presidency in 1904. Mr. Holcombe has 
been a lecturer on insurance at Yale 
and has always been interested in the 
education of young men and women on 
the subject of insurance. He has been 
president of the Insurance Institute of 
Hartford and is prominently identified 
with the business and civic life of Hart- 
ford. He is president of the Mechanics 
Savings Bank, a trustee of the Fidelity 
Trust Co., a director of the Phoenix 
National Bank, the Phoenix Insurance 
Company and the National Surety Co. of 
New York. He is a fellow of the Ac- 
tuarial Society of America, a member 
of the Sons of the American Revolu- 
tion, the Society of Colonial Wars, So- 
ciety of the War of 1812, the Hartford 
Club, Hartford Golf Club, American Red 
Cross, the Municipal Art Society and 
the Yale Alumni Association. 

John J. McGinley, of Hartford, as- 
sistant superintendent of agencies of 
the Travelers, is in the Middle West on 
business of the Company. 

Clayton W. Welles, manager of the 
Phoenix Mutual for Connecticut and 
Rhode Island, was the winner of third 
prize at the sweepstake tournament of 
the Wethersfield, Conn., County Club 
last Saturday. 

Harry A. Hopf, formerly efficiency 
manager of the Phoenix Mutual at Hart- 
ford, has opened an office in New York 
as a consulting industrial engineer. 

Among the captains of leading so- 
liciting teams for the big Red Cross 
War Fund Drive in Hartford are F. F. 
Small, a director of the National; F. P. 
Furlong, a director of the Standard 
Fire; Walter E. Batterson, assistant sec- 
retary of the Travelers, and Dr. Henry 
A. Martelle, Medical Examiner of the 
Connecticut Mutual. 





TO MEET IN ATLANTIC CITY 





Second Annual Convention of Field 
Representatives of Guardian Life 
Insurance Company 
The second annual meeting of the 
Guardian Life field men will be held 

in Atlantic City, September 2-3. 





A MARSHALL MONTH 

R. S. Marshall, who up to a few years 
ago was a fire insurance agent, and is 
now supervisor of agencies of the Phila- 
delphia Life, was honored by agents 
of the Company in May, which was 
designated “Marshall Month.” A Lib- 
erty bond was one of the production 
prizes. 


Mr. Holcombe celebrates his . 


There are mighty few 


Combatting men engaged in the in- 
War's surance business in the 
Inroads field who are. really 


working on more than a 
50 per cent. efficiency basis. Take your 
own individual case for example. How 
many hours each day are you giving 
to the actual canvass for new business? 
Unless you are an exception, this will 
not exceed two or three hours on the 
average each day. Granting that your 
other duties in connection with the busi- 
ness require a certain portion of your 
time, there are still two or three addi- 
tional hours of each day that could be 
given to the actual field work if you 
would do it. This is absolutely neces- 
sary, and you are not doing your full 
share to yourself and your company 
unless you work right up to the limit, 
and almost without exception, if this is 
done, it will mean the doubling of the 
production of new business from every 
agency. 

Watch every minute of your time and 
keep it concentrated on work that really 
counts. Cut down your time at the of- 
fice. A few minutes each morning and 
evening can be made to clean up every 
necessary item there. Get started a 
little earlier each morning. Work a 
little later each night. Don’t lose an 
evening. The best results are to be 
secured after supper, when you can 
catch your prospect at home and get 
him right up in the corner and secure 
his name on the dotted line. When you 
are ready to start for home, stop, make 
one more call. Maybe there is a good 
prospect there just waiting for you to 
grab him off. Remember you have got 
to do the work of the other fellow who 
has gone away in addition to your own, 
and you get mighty well paid for it 
besides.—‘National Agents Record.” 





On May 20th, 1918, the directors of 
the Milwaukee Mechanics’ declared a 
second special Red Cross dividend of 
$5,000. 





THE BERKSHIRE LIFE INSURANCE CO. 


OF PITTSFIELD, MASS. 
Incorporated 1851 


W. D. WYMAN, President 
A purely mutual Company, issuing all desirable forms of life insurance. 
ATTRACTIVE LITERATURE 
Ambitious, Productive and Trustworthy Life Agents may be benefitted 
by corresponding with 
W. S. WELD, Superintendent of Agencies 
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Organized 1871 


LIFE INSURANCE COMPANY OF VIRGINIA 
RICHMOND, VIRGINIA 
| OLDEST-LARGEST~ STRONGEST, Southern Life Insurance Company 


Issues the most liberal forms of Ordinary Policies from $1,000.00 to 
$50,000.00, and Industrial Policies from $12.50 to $1,000.00 


CONDITION ON DECEMBER 31, 1917: 
ASOCRE .ccccccsevcesocccccecescoscosces ecvcccccs 


BOCES — ..orcceverecseccecseccsccsvcceccoseessoeesesqeeccccceccscceecocepeccscoscce $ 16,560,439.04 
LiGDilities ceccccccsousvscncccctvoescvecscconceecsss0besccecscsscesseeceéees Sececee 14,K43,626.28 
Cometel a Beinn scnsnsocccccnecnansenceevvesevecccscsseesdlecaséuscncesoes 2,216,812.76 
POMERMOR. TE asad centhcencctsasieeeebectued2atenveubessecsessabasesenasse;s 131,790,562.00 
Payments to Policyholders since Organization  ..........ccccccseceseceecee 19,612,616.08 
Is paying its Policyholders nearly....ccccccsseccscccccscccccccccveccecs 1,500,000.00 ‘annually 


GOOD TERRITORY FOR LIVE AGENTS 








INSURANCE SOCIETY ELECTS 

The annual meeting of the Insurance 
Society of New York was held on Tues- 
day. T. A. Ralston, sub-manager of the 
Northern, of London, was re-elected 
president. ‘The other officers were re- 
elected also. They are C. H. Holland, 
manager of the Royal Indemnity, vice- 
president; John A. Eckert, of John A. 
Eckert Co., vice-president, Edmund 
Dwight, of Dwight & Hilles, vice-presi- 
dent; J. Lester Parsons, vice-president 
of North River, vice-president; and E. 
R. Hardy, of the New York Fire In- 
surance Exchange, secretary-treasurer. 
The three members of the executive 
committee whose terms were expiring 
were also re-elected. They are H. B. 
Churchill, assistant secretary of the 
Great American; J. F. Van _ Riper, 
branch secretary of the Norwich Union; 





ance, 


ambitious men. 





Yours For Life— 


Also fer Health and Accident: the 
Maryland Assurance Corporation of 
Baltimore issues a wide variety of 
policy contracts that provide Com- 
plete Personal Protection—Life In- 
surance, Health and Accident Insur- 
The Corporation has a Home 
Office staff that is old enough in ex- 
perience to know, young enough in 
enthusiasm to grow, and we want you 
to grow with us. Valuable openings 
in productive territory for energetic 


Maryland Assurance Corporation 


Seven South Gay Street 
BALTIMORE 


“LIVE AND DIE WITH ASSURANCE” 


JOHN T. STONE 
President 








and R. P. Barbour, secretary of the 

North British & Mercantile. The sec- 

retary in his report stated that there 

were now 1,144 members of the so- 

clety and that during the past year, 

seven of its members had been lost 

through death. 

FARM INSURANCE 

Faulty Underwriting Rather Than In- 

herent Hazard Responsible for 

High Loss Ratios 


The reason for high loss ratios on 
farm property is Jaulty underwriting 
and not hazards of the class, accord- 
ing to A. P. Lange, in a paper read 
before the Fire Underwriters’ Asso- 
ciation of the Pacific a few days ago. 
He said in part: 

“There is a total absence of con- 
flagration liability, which is an jmport 
ant item, and means are at hand tor 
securing the information necessary to 
determine which are the desirable and 
Which the undesirable risks. Agents 
receive the maximum rate of commis- 
sion for this class of business, but ordi- 
narily give it a minimum of attention. 
Few agents understand how to solicit 
farm business and fewer underwriters 
understand how to underwrite it. Is 
it not worth while to ask ourselves 
whether’ we have dealt intelligently 
with this class which carries with it in 
the aggregate such an jmmense insur- 
able value? And if we conclude that 
our methods have been faulty, may we 
not properly consider how these faults 
may be remedied and our premium in- 
come increased and the farmer given 
actual protection.” 


’ays Manhattan Life 

$35,000 Yearly Rent 

(Continued from page 1) 

means that the investment in the build- 
ing which is carried at rock bottom 
figures, will show an ever increasing 
rcntal return. What is more, the de- 
velopment of the company will be en- 
couraged accordingly. 

There never has been a time in the 
history of the Manhattan Life when 
the company was in Such a strong posi- 
tion and its finances in such excellent 
shape. During the last five years the 
Company has been investing in West- 
ern and Southern farm mortgages. In- 
vestments of this character have beer 
pronounced the best investments in the 
world by the greatest financiers and 
bankers. ‘This is net: merely because 
they yield the highest. rate of inferest, 
but also because of the absolute safety 
and stability of values. This present 
excellent condition should be an inspir- 
ation to all connected with the, Com- 
pany, who will make 1918 break all 
fcrmer records of businesg,” 
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UNDERWRITER 


This newspaper is owned and is pub- 
lished every Friday by The Eastern 
Underwriter Company, a New York cor- 
poration, office and place of business 
105 William Street, New York City. 
Clarence Axman, President; W. L. Had- 
ley, Secretary; R. W. Swayne, Assistant 
The address of the officers is 
Telephone 





Secretary. 
the office of this newspaper. 


2497 John. 


Subscription Price $3.00 a year. Single 
copies, 25 cents. 

Entered as second-class matter Janu- 
ary 4, 1907, at the Post Office of New 
York, N. Y., under the act of Congress 
of March 3, 1879. 








PAN MOTOR CO.’S AD 

The Pan Motor Company, Saint Cloud, 
Minn., advertises in certain newspapers, 
for “high class insurance salesmen.” 
I‘ says they can make more money 
working for them “than they ever made 
before.” The statement is absurd. ‘A 
high class insurance salesman can make 
more money working for an insurance 
company than he can selling the prod- 
uct of any motor company. Moreover, 
there is more Satisfaction in selling life 
insurance than in selling automobiles. 

Any real insurance salesman who re- 
gards his profession from what he per- 
sonally can get out of it is not “high 
class.” He is a mere seeker after pelf. 
The nobler life insurance aspect, that 
of service to humanity, is fortunately 
the prevalent one. 

WILLIAM STREET 

It’s a pretty safe bet that the fire 
insurance companies, agents, brokers 
and affiliating interests will not leave 
Witliam Street en masse. But the mere 
thought of deserting it, of taking up 
the district as if it were a basket and 
depositing it elsewhere, has caused 
much wailing among the rank and file 
of insurance men, although it is quite 
true that the wailers are not as a rule 
the William Street rent-payers. At the 
same time one cannot expect a passen- 
ger for William Street who has been 
taking his 8 o’clock car every morning 
for these ten, twenty, thirty years or 
more to have anything less than a feel- 
ing of distress at the mere thought of 
going to some other quarter of the town 
to work. Imagine how the British mag- 
azine writers and journalists would feel 
if there were no more Fleet Street, or 
the horror of the British lawyers if 
Temple Bar, deliberately vacated, were 
to remain only a tradition. 

William Street means fire insurance 
(and of late years casualty insurance 
as well) just as Wall Street means fi- 
nance, “William Street” is not so well 
known throughout the country as “Wall 
Street,” but every agent and broker, 
whether he lives in Texarkana or Boise 
City, has heard of it, and for tens of 
thousands of men its name is potent 
with sentimental appeal. 


In the meantime, the committee, 
headed by C. E. Porter, which is wres- 
tling with the cramped space problem, 
is receiving a lot of suggestions. 
Greenwich Village, where Trinity Cor- 
poration has offered to build for the 
fire underwriters, is pretty far away, 
while the old Sixth Avenue shopping 
center, now encrusted with cobwebs, is 
rendered unavailable by the fact that 
the Government has taken over the 
largest building, formerly a department 
store. So those who regard William 
Street sentimentally can live in hope 
that their cherished street will proba- 
bly be saved to them for some time to 
come. 


RULE FOR PHILADELPHIA 
Each Company to Have Open Counter 
Agent—Stamping Office to be 
Opened 
A rule has been adopted for Phila- 
delphia by the National Automobile 
Underwriters’ Conference, by which 
each company may have one agent, 
under whatever title it chooses to des- 
ignate him, who may be compensated 
at discretion. ‘These agents are in ef- 
fect open counter agents. The one 
other agent allowable shall receive 25 

per cent. commission. 

Another rule was adopted by which 
these open counter agents shall be 
formed into a local board and a com- 
mittee of the Conference will confer 
with the present local agents’ board 
in Philadelphia to bring this about. A 
stamping office will be opened and the 
local agents will be made responsible 
for the local brokerage situation. It 
will be an agency stamping office. These 
changes become effective at once. 
Charles Y. Yungman, of Platt, Yung- 
man & Co., resigned from all commit- 
tees but his company has not resigned 
from the Conference. 

As to Baltimore, a rule was adopted 
by which an effort will be made to do 
away with all general agencies and no 
matter under what title an agent op- 
erates his commission is to be 25 per 
cent. This rule is not yet in effect as 
several companies will probably object. 
It is not desired to make the rule ef- 
fective until a thorough understanding 
has been reached. There are thirteen 
general agencies in Baltimore. 

It was also decided that personal ef- 
fects, which used to take the same rate 
as the car, shall take the Form 3 rate 
(fire only) regardless of the form on 
which the car is written. 

The twenty-five per cent. reduction on 
rebuilt trucks has been done away with. 








APPOINT CHAIRMEN 
President Buswell has named the fol- 
lowing as members of the standing com- 
mittees of The National Board of Fire 


Underwriters for the current fiscal 
year: 
Actuarial Bureau—James Wyper, 


chairman, Hartford. 

Adjustments—C. D. Dunlop, chairman, 
Providence. 

Clauses and Forms 
chairman, New York. 

Construction of Buildings—E. T. 
Cairns, chairman, New York. 

Finance—W. H. Stevens, chairman, 
Watertown, N. Y. 

Fire Prevention and Ingineering 
Standards—Sheldon Catlin, chairman, 
Philadelphia. 

Incendiarism and Arson—N. 8S. Bar- 
tow, chairman, New York. 

Laws—-H. A. Smith, chairman, Hart- 
ford. 

Membership—George 
chairman, New York. 

Public Relations—E. W. West, chair- 
naan, Glens Falls. 

Statistics and Origin of Fires- Otho 

Uniform Accounting—E. G. Richards, 
chairman, New York. 

E, fane. efprirman, New York. 


Hugh R. Loudon, 


R. Branson, 
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THE HUMAN SIDE OF INSURANCE 








General John B. Castleman, whose 
death was reported last week, was not 
only one of the most distinguished in- 
surance men in the South, where as a 
member of the firm of Barbee & Cas- 
tleman he represented the Royal for 
many years, but he shared with Henry 
Watterson the distinction of being 
Louisville’s leading citizen. No one 
meeting General Castleman could ever 
forget him. His personality left an in- 
delible impress of sheer delight. Stand- 
ing over six feet in height, as straight 
as a ramrod, wearing an iron grey 
moustache and Louis Napoleon Im- 
perial, the essence of courtesy and re- 
finement, he represented the Southern 
cavalier type of the ideal pictured in 
the works of Thomas Nelson Page and 
other Dixie novelists. Big of heart, 
wide in sympathy, remarkable in un- 
derstanding, his friendship was worth 
treasuring; of young men he was al- 
ways fond, while they would swear by 
him. For years he had been a part of 
the public life of the city, and he lent 
distinction to every office that he held. 
Particularly was he a joy to new re- 
porters who came to Louisville to work 
ou daily papers. There is an infernal 
custom in that town for city editors 
to send new members of their staff 
on early morning assignments, a_ter- 
ror often to the reporters as well as 
to the distinguished citizens awakened. 
But there was an exception in the 
case of General Castleman, who greeted 
the newspaper man as_ courteously 
when awakened from sound slumber at 
2 a.m. as when seen in his office later 
in the day. If it were a cold or rainy 
night the General would not proceed 
with the interview until he had mixed 
the reporter a drink from his side- 
board and had given him a cigar. There 
are dozens of men in this country who 
have partaken of the General’s hospi- 
tality when the rest of the city was 
sleeping, and as long as they live they 
will treasure the memory. Men of the 
type of General Castleman, once com- 
mon in the South, have gradually passed 


away. And now he is gone. 
- of ae 
Western Bascome, for _ sixty-five 


years an insurance man, and said to 
be the father of schedule rating, at- 
tended the annual meeting of the Na- 
tional Board of Fire Underwriters last 
week. He has written his reminis- 
cences, which will be published after 
his death. 
*- . * 

Ugo E. Guerinni has been appoint- 
ed agency supervisor of the Del- 
aware Underwriters. He is a graduate 
of an Italian University, and has been 
a local agent in Florida and a special 
agent in the South. 

sd . ~ 

F. W. P. Rutter, general manager of 
the London & Lancashire, has handed 
over his beautiful home at Thurstaston, 
England, to the military authorities as 
an Orthopedic Hospital for officers. 
Of London & Lancashire representa- 
tives, 807 have joined the colors, eighty- 
two of whom have given up their lives 
in the fight for liberty of oppressed 
peoples. 

ae oe + 

John William Clegg, the new presi- 
dent of the Philadelphia Association of 
Life Underwriters, began with the Penn 
Mutual Life as an office boy and has 
been with that Company 24 years. E. 
L. Tucker, of the Connecticut Mutual, 
is secretary of the association. 

+ + . 

J. A. Birmingham, of the Mutual Life 
of Canada and member of executive staff 
of the Vancouver Life Underwriters’ As- 
seciation, has taken up temporarily war 
camp work at the large American en- 
campment at San Diego, California, in 
the interests of the Saint Andrew’s 
Brotherhood. 

















AETNA RED CROSS MARCHERS 


Several thousand life insurance wo- 
imen marched in various parts of the 
country during the recent Red Cross 
parades. The picture in this column 
shows Aetna Life employes passing the 
Aetna Life Building in Hartford. In 
New York City one of the features of 
the parade was 500 nurses from the 
Metropolitan Life. 

2s 6 @ 


Frederick C. Buswell, vice-president 
of the Home Insurance Company, who 
was elected president of the National 
Board of Fire Underwriters last week, 
has the wholehearted respect of the fire 
insurance men of America, who time 
after time have honored him in com- 
mittee and association work. With the 
passing years he has continued to grow 
until he is regarded as one of the real- 
ly great figures in the underwriting 
world. One of Mr. Buswell’s associates 
in committee work, asked by The East- 
ern Underwriter for an estimate of the 
new National Board president, said: 
“The big impression I get from him is 
that of tremendous force and mental 
agility. He is the fastest thinking man 
I ever have met, and what’s more he 
generally thinks right. Moreover, he 
grasps a situation as it affects the busi- 
ness as a whole. From every angle 
he is unselfish.” Another associate’ of 
Mr. Buswell said that he is a mighty 
patient man in condoning a mistake, 
recognizing that to err is human, but 
not expecting the same mistake to be 
made the second time under similar 
circumstances. 

Probably Mr. Buswell’s best work 
has been in connection with the Nation 
al Board’s committee on laws. He is 
practically the father of this commit 
tee. There his good judgment has been 
of untold value to all companies in the 
business. 

Mr. Buswell is an example of mod- 
esty and despite the large affairs which 
he directs he is always approachable. 
His door is open, and if you call him 
up on a legitimate mission no matter 
how busy, his answer is “Come on.” 


* * & 


John Spencer Thompson, the new 
editor of the “Transactions” of the Ac 
tuarial Society of America, is a gradu 
ate of the University of Toronto. He 
came to the Mutual Life in 1905, where 
his first work was in a clerical capacity. 
In 1911 he became assistant actuary. 
He succeeds William Young, of the 
New York Life, as editor of the “Trans 
actions.” Mr. Young’s predecessor was 
W. M. Strong, of the Mutual Life. Mr. 
Strong will continue the preparation of 
the “Legal Notes” section of the 
“Transactions.” 


TO MEET JUNE 6-7 
The-annual meeting of the New York 
State Association of Local Agents will 
be held on June 6 and 7 at Syracuse. 





TO BE ANNOUNCED MONDAY 

A number of important North British 
& Mercantile promotions will be an- 
nounced on Monday, 
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FIRE INSURANCE DEPARTMENT 





London & Lancashire’s 
Home Office Figures 


PROFIT OF 





TRADING £381,921 





Chairman Compares British Compa- 
nies’ Progress With That of the 
German Companies 





London, May 12.—Since the war be- 
gan the fire premiums of the London 
& Lancashire have increased by nearly 
half a million sterling. The year 1917 
was abnormal even for the London & 
Lancashire Fire—-for the loss ratlo was 
only 43.42 per cent. of the premiums, 
which, during the past half century, is, 
with one exception, the lowest in the 
history of the Company. The revenue 
account shows: 


PUL» od 5.0ndawiahiaanuwieas £2,113,559 
Leer £917,764 
a eer en 729,874 

—— 1,647,638 

PD scsisnwcedwseue doe £465,921 
Less provision for unexpired 

DEE BA neN Gave coins wae 84,000 

FYAEME POE 224 cccsccvs £381,921 

When compared with the average 


trading profit of £206,000, realized dur- 
ing the ten years 1907-1916, it will be 
seen that, as stated, 1917 was an un- 
usual year for the Company. Never- 
theless, it is just as much a subject for 
congratulation. 

The chairman of the London & Lan- 
cashire said at the recent annual meet- 
ing: “I think you may feel much legiti- 
mate pride in the fact that our insur- 
ance business has, of its own initiative 
and determination, succeeded to an ex- 
tent which has not been equalled in 
any other industry. The British insur- 
ance companies in almost every branch 
hove, for the last 50 years and more, 
been true ‘gentlemen of fortune,’ tak- 
ing, considerable chances and establlsh- 
ing themselves as pioneers in unknown 
and untried countries, and reaping the 
consequent fruits of their enterprise. 
And, although they have been followed 
in many places by the Germans—wWho 
are always good copyists—-they have 
not only held their own, but they have 
taken care that the Germans should, as 
a rule, have little more than their leav- 
ings. Excluding life, the premium in- 
come of the British insurance compan- 
ies in 1898 was £27,000,000, and in 1913 
£51,000,000, whilst for the German com- 
panies the premium income in 1898 
was £16,000,000, and in 1912 £33,000,000, 
so that our increase in the 15 years 
was, roughly, £24,000,000, against the 
Germans’ £17,000,000. Further, the 








Term Rule vs. 
Annual Business 


ACTUARIAL 





VIEW OF PROFITS 





R. P. Barbour’s Analysis of Whether 
Term Earns as Much as Annual 
Business 





An analysis of the term rule in fire 
insurance is made by Robert P. Bar- 
bour in an article published in the 
“Spectator” quinquennial number. The 
point covered by the article is whether 
the profit on term business equals the 
profit that would be made on the same 
business if written annually. Averages 
are carefully compiled and Mr. Bar- 
bour’s conclusion is that the term rule 
to be actuarially correct and to produce 
the same annual profit on yearly and on 
term business should be 2.72 times the 
annual rate for three years and 4.30 
times the annual rate for five years. 

The concluding paragraph of the ar- 
ticle follows: 

“If the estimates made herein are ap 
proximately correct, then, if all busi- 
ness were written for a term under 
present rules it would result in a mark- 
ed loss of profit; therefore, the con- 
clusion naturally follows that any ex- 
tension of the term rule to classes 
written on an annual basis is equivalent 
to a reduction of rate.” 


GERMAN-AMERICAN, OF OD. C. 


Bill In Congress Which Will Permit 
It To Change Its Name 


To a Better One 


The German-American, of Washing 
ton, D. C., wants to change its name. 
There is no law in the District of Co 
lumbia, which permits this; so a meas- 
ure has been introduced in Congress, 
which will probably pass. It is said 
that the Company will be known as 
the American Insurance Company of 
the District of Columbia. 

SILVA GOES TO FRENKEL & CO. 

Louis V. Silva, who has been asso 
ciated with the New York brokerage 
department of Starkweather & Shep 
ley for a long period of years, has been 
made secretary of Frenkel & Co., suc- 
ceeding the late William Schiele. 


British companies’ business was very 
largely confined to direct insurances, 
more than one-third of the Germans’ 
insurance business was of a re-insur 
ance character, that is to say, depend 
ent upon the good graces of other 
companies, and, moreover, a class of 
business which has naturally been sub 
ject to great disturbance and disloca 
tion through the war.” 








NIAGARA 


Fire Insurance Company 
ESTABLISHED 1850 


123 William Street, NEW YORK 


; — lHE AUTOMOBILE==; 
INSURANCE COMPANY 





FIRE 
TORNADO 
RENTS 
PROFITS 
HULLS 
CARGOES 
FLOATERS 


OF HARTFORD, CONN. 
MORGAN G. BULKELEY, President 


CASH CAPITAL 


$2,000,000.00 


ASSETS 


$7,266,538.81 


LIABILITIES, EXCEPT CAPITAL 


$3,086,345.45 


SURPLUS TO POLICYHOLDERS 


$4,180,193.36 


LINES WRITTEN 


MARINE WAR RISK 

WIND STORM MAIL PACKAGE 
LIGHTNING TOURIST BAGGAGE 
EXPLOSION SPRINKLER LEAKAGE 
COMMISSIONS USE AND OCCUPANCY 
AUTOMOBILES INLAND MARINE 
LEASEHOLD INLAND TRANSPORTATION 


REGISTERED MAIL 


Affiliated with 


AETNA LIFE INSURANCE CO. 
AETNA CASUALTY & SURETY CO. 

















WILLIAM H. 


TH 


E 
KENZEL CO. 


FIRE INSURANCE AGENT 


Representing at 79-83 William St., New York 


FRANKLIN FIRE INSURANCE CO. OF PHILADELPHIA, PA. 
EQUITABLE FIRE & MARINE INS. CO. OF PROVIDENCE, R. L. 
GRANITE STATE FIRE INS. CO. OF PORTSMOUTH, N. H. 
COMMERCE INSURANCE COMPANY OF ALBANY, N. Y. 


IMPERIAL ASSURANCE COMPANY OF NEW YORK 


HUMBOLDT FIRE INSURANCE CO. OF PITTSBURGH, PA. 
ALLEGHENY FIRE UNDERWRITERS OF PITTSBURGH, PA. 
CALEDONIAN-AMERICAN INSURANCE CO. OF NEW YORK 


Representing at 154 Montague St., Brooklyn 


LONDON ASSURANCE CORPORATION OF LONDON, ENGLAND 
NORWICH UNION FIRE INSURANCE SOCIETY, LTD., OF ENGLAND 


GRANITE STATE FIRE INS. CO. OF PORTSMOUTH, N. H. 
COMMERCE INSURANCE COMPANY OF ALBANY, N. Y. 
MECHANICS INSURANCE COMPANY OF PHILADELPHIA, PA. 
PENNSYLVANIA FIRE INS. CO. (Suburban) 


NORTH 
BRANCH 
FIRE INS. CO. 


Sunbury, Pa. 
Inc, 1911 


Surplus 





CITY 
INSURANCE 
COMPANY 


Pittsburgh, Fa. 


Inc, 1870 


coccees -- -$357,318.58 


cesses 63,479.88 


54,256.92 
200,000.00 
96,379.07 


OPERATING ON A CONSERVATIVE BASIS IN A LIMITED 
TERRITORY UNDER AN EXPERIENCED MANAGEMENT 
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BROKERS ACTIVITIES 








Lloyd’s Recognizes 
New York Practices 


BROKER MUST NAME ASSURED 





Should Notify Agents of Desire to 
Insure Particular Sum 
Arrived” At 


cC. F. Burden, of Caldwell & Co.,, 
freight forwarders, of New York, has 
been advised by Lloyd’s, London, as 
follows: 

“Notice is hereby given that 6n and 
after June 1 no insurance on cargo wilf 
be accepted without identification in 
the slip (by initial or otherwise) of 
the actual assured In the case of 
cancellation, closing after loss, or of 
‘short’ closing, brokers may be required 
to produce for the inspection of under- 
writers the instructions from the ac- 
tual assured in virtue of which the in- 
surance is opened. 

“Brokers are urgently recommended 
to draw their clients’ attention to the 
absolute necessity in their own interest 
of obtaining the agreement of under- 
writers to the basis upon which they 
desire to value their goods at the time 
that insurance upon them is effected. 

“In the absence of an agreed valua- 
tion or basis of valuation all insurances 
upon cargo placed on or after June 1 
are and will be treated as effected as 
on bare invoice cost and charges as 
defined by the marine insurance act of 
1906: 

“‘In insurance on goods or merchan- 
dise, the insurable value is the prime 
cost of the property insured, plus the 
expense of and incidental to shipping 
and the charges of insurance upon the 
whole’ and no addition thereto of any 
kind will be allowed in case of loss.” 

Interpretation of Circular 

From the broker’s standpoint this cir 
cular means that in all cases he must 
give the name of the assured. In other 
words, it would appear that London 
underwriters are taking into account 
the revelations by the recent marine 
insurance investigation in New York. 

It would also appear that brokers do 
ing business with London must advise 
their agents that they desire to insure 
a particular sum arrived at as to in- 
voice cost, freight and other charges, 
insurance premium included, plus what- 
ever amount they agree to designate, 
as otherwise it would appear that the 
shipper would be in a position whereby 
his insurance effected in this market 
would be of less value in the London 
market ner this agreement. 


CHAS. EBERT MAKES CHANGE 

Charles Ebert, formerly for a number 
of years with Hamlin & Co., is now 
with Jos. D. Bookstaver. 


BURDEN & CO. OPEN OFFICES 


Cc. F. Burden, President, Was For 
Eight Years With Lloyd’s— 
Came Here in 1912 


C. F. Burden & Co., is the title of 
a new marine brokerage firm which 
has opened offices at 17 State Street, 
New York. It will make a specialty 
of+the business of large forwarding 
concerns, with which business the or- 
ganizers are closely familiar by long 
experience. 

C. F. Burden is president and trea- 
He is leav- 
ing today, Friday, his connection with 
Caldwell & Co., 50 Broad Street, a 
large forwarding house, to take up his 


surer of the new company. 


new duties. 

George M. Dickerson of Dickerson & 
Gaskell, freight brokers, of 17 State 
Street, is vice-president, and Miss A. 
©. Moore is secretary. The Dickerson 
& Gaskell firm is a prominent factor 
in the forwarding business. The capl- 
tal stock of the brokerage company is 
$50,000, shares $100 each. 

Cc. F. Burden, still a young man, 
spent almost eight years with Lloyd’s 
in London, and went to the Standard 
Marine of Liverpool, at its New York 
branch, in 1912, as assistant to the 
underwriter. He left there in 1916, ‘to 
engage with Caldwell & Co., where he 
has handled that company’s insurance 
business in New York and foreign 
markets. 

The brokerage company will have 
representation jin London, Paris and 
Genoa, through first class companies. 
It will seek to give the same quality 
of service as is rendered by all first 
class brokers operating in the New 
York, foreign and provincial markets. 


RUSSELL BLISS MAKES CHANGE 
Forms Bliss & Bliss to do General Bro- 
kerage Business—Formerly With 
General Accident 

Russell A. Bliss has resigned as man- 
ager of the burglary department of 
J. N. S. Brewster & Co., Inc., to form, 
with his cousin, who has been a broker 
for about thirty years, the brokerage 
firm of Bliss & Bliss. Mr. Bliss was 
formerly for a long term of years with 
the General Accident. 
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100 William Street 


SCHAEFER & SHEVLIN 


GENERAL AGENTS 
FIRE and AUTOMOBILE INSURANCE 
Excellent Facilities for Handling Suburban Business Phone: John 2312 


New York, N. Y. 











95 William St. 
New York 


WALTER F. 


ERRICKSON «2: 


AGENT 








WILLIAM C. SCHEIDE & CO, Inc. 


HARTFORD, 
Re-Insurance in All Branches 


CONN. 

















National Liberty 
INSURANCE COMPANY 
OF AMERICA 
NEW YORK 


Incorporated Under the Laws of the 
State of New York in 1859 


Statement, January 1, 1918 


Cash Capital ....... $1,000,000.00 
EE eer eer 8,209,763.64 
EAMIUIGE: ssc sidend con §,223,031.71 


Net Surplus ..:........ 
Surplus for Policy 


1,986,731.93 


HEAD OFFICE 
62 WILLIAM STREET, NEW YORK 
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THE HANOVER 


FIRE INSURANCE COMPANY 


Incorporated 18s5a 


The real strength of an insurance com- 
pony is in the conservatism of its man- 

agement, and the management of THE 
HANOVER is an absolute assurance of 
the security of its policy. 


R. EMORY WARFIELD, President 
FRED. <gHUBBARD, Vice-President 
2 ARVIS "Secretary 
WILLTAM ORRIGON Asst. Sec’y 


HOME OFFICE 
Hanover Bldg., 34 Pine St. 
NEW YORK 


HOWIE & CAIN, General Agents 
Metropolitan District 
too WILLIAM STREET, NEW YORE 








307 FOURTH AVENUE 


LOGUE BROS. & CO., Inc. 


Fire—Casualty—Automobile Insurance 
Nation-Wide Facilities for Handling SURPLUS LINES 


PITTSBURGH, PA. 











ADEQUATE 
FACILITIES 
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CLARENCE A. KROUSE & CO. 





SATISFACTION 
SERVICE 


Fi 


: LOCAL anp GENERAL AGENTS 
ALL LINES 325° WALNUT STREET PHILADELPHIA, PA. 


PENNSYLVANIA 


B. M. CROSTHWAITE & CO. 


Fire and Automobile Insurance Specialists 


Lines Bound Anywhere in New York State 
45 John Street, New York City, N. Y. Telephones 2404-5-6-1758-1090 John 








Canadians Drop 
Mapmaker Goad 


(Continued from page 1) 


ALL LINES 





NEW JERSEY 











merous word signs and other symbols 
original with his system, but which 
have to be learned by: all new map 
clerks. 
Goad Comes 

When Goad saw that he was going to 
lose out in Canada he made several trips 
to the Dominion and put up the stiff- 
est sort of a fight. The new arrange- 
ment with him followed, and he retired 
as gracefully as possible under the 
circumstances. The Sanborn Map Com- 
pany, hearing of the Canadian map 
crisis, sent their Mr. White, of San 
Francisco, to British Columbia, but he 
was unable to swing the Sanborn maps 
for the Dominion, 








EQUITABLE UNDERWRITERS of New York 
— FIRE and WAR RISKS 


Lines Bound Throughout United States, Canada, Cuba and Mexico. Home Office: 68 William Street 
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Facts About The 
Preferred Risk Fire 


TO DO RE-INSURANCE ONLY 


Fire Insurance Experience of Officers— 
Company Has Headquarters in 
Kansas City 


The Eastern Underwriter asked 
Isaac W. Jones, secretary of The Pre- 
ferred Risk Fire Insurance Company, 
of Kansas City, which is entering the 
East, for some facts about the com- 
pany. His reply follows: 

“We began selling stock for The Pre- 
ferred Risk Fire Company in June, 1917. 
The authorized capital of the Company 
for the first issue of stock was for 
$200,000 and $200,000 surplus. We soon 
disposed of the first authorization, and 
a second authorization for an increase 
of $200,000 to the capital stock was 
granted us, and at this time we have 
practically $350,000 capital stock paid 
in and $350,000 surplus paid in. We 
hope to have our entire authorization 
of $400,000 capital stock fully paid in 
the near future. The entire amount of 
subscriptions for this stock has come 
from Kansas, our home State. 

Clyde W. Miller, President 

“We hope to make of this Company a 
strictly re-insurance company proposi- 
tion. We have fifteen members of the 
board of directors, which is made up of 
bankers, business men, and farmers. 
The president of the Company, Clyde 
W. Miller, is a man forty-three years of 
age, a graduate of the University of 
Kansas and of the University of Kan- 
sas Law School. The greater part of 
his time is taken up in the manage- 
ment of a large ranch in Lyon County, 
Kansas, in which he is heavily interest- 
ed. He finds time, however, to give 
attention to his part of the work in con- 
nection with this Company. Mr. Mil- 
ler at one time was vice-president and 
manager of the Osage Fire Insurance 
Company of Topeka, Kansas, which 
eventually re-insured in the National 
Fire of Hartford. 

“Our vice-president Will J. Miller, is 
thirty-three years of age, a graduate of 
the University of Kansas, and has had 
considerable experience in insurance 
business, having for a number of years 
been associated with the Kansas Rat- 
ing Bureau at Topeka, Kansas. 

“The writer has spent the greater 
part of his life in the insurance busi- 
ness, having been in the local insurance 
business for a number of years, was 
field man and adjuster for the Osage 
ire Insurance Company, and then with 
the National Fire Insurance Company 
of Hartford. 

Licensed in Kansas in November 

“We have practically closed one or 
two re-insurance contracts which we 
believe will give us all of the business 
which our surplus can absorb. We were 
licensed by the Insurance Department 
of Kansas, November 1st, 1917.” 


CENTRAL FIRE OFFICE APPOINT- 
MENT 

The Central Fire Office, 80 Maiden 
Lane, has been appointed agent in the 
Metropolitan District for the Equitable 
Underwriters, effective June 1. Wil- 
liam J. Reynolds, formerly secretary of 
Newman & McBain, is now vice-presi- 
dent of the Central Fire Office. 





WERNER WITH NEWMAN & MC- 
BAIN 

Charles Werner, who has been with 
the Northern, of London, for several 
years, resigned last week and has been 
made underwriter for Newman & Mc- 
Bain, succeeding William Reynolds, 
who is now with the Central Fire Of- 
fice. 





WILL CHANGE ITS NAME 
The Allemannia, of Pittsburgh, is to 
change its name. 


Southern Managers 
Visit New York 


ATTEND A TORNADO MEETING 

Henry E. Rees, of Aetna, Again Heads 

Tornado Insurance Association— 
Its Only President 


Just before the meeting of the South- 
ern Tornado Insurance Association last 
week the half dozen Southern man- 
agers in town who had stopped over 
to attend the National Board meeting, 
after the annual meeting of the South- 
eastern Underwriters’ Association in 
Atlantic City, didn’t know whether 
Henry E. Rees, of the Aetna, would 
again take the presidency of the tor- 
nado association or not, in view of the 
fact that he had just been elected head 
of the Southeastern Underwriters’ As 
sociation. He has been elected presi 
dent of the tornado association ever 
since it was organized a dozen ‘years 
ago, but he consented to take the helm 
again. W. L. Dennis, of the Home, 
was again elected secretary. J. E. 
Lopez, of the Continental, is vice 
piesident. 

All Co-operating Companies 
Full Members 

The year 1917 was a good one in 
the Southern tornado business, although 
some years have been pretty bad. 

One of the interesting things about 
the meeting of last week was the an- 
nouncement that the co-operating list 
of fire companies has been entirely 
eliminated, each company on that list 
having come in as a full, contributing 
member, the total membership of the 
association now being fifty-seven. Busi 
ness was largely of a routine nature, 
but some slight changes in clauses 
were made. 

Lines in tornado insurance have been 
giowing in size. Recently, a $500,000 
line at Port Arthur, Tex., was offered 
and generally turned down, as only a 
few of the companies are writing the 
ccast business. 

Among the Southern managers who 
attended the meeting were S. Y. Tup- 
per, Milton Dargan, W. R. Prescott, 
W. E. Chapin, Ulric Atkinson and E. G. 
Seibels. 





Become 


COMPETING WITH INTER-INSURER 


Terms on Which Chicago Firm Offered 
Prize to Broker for 
Business 


A highly original method of meeting 
automobile insurance competition of in- 
ter-insurance exchanges is that em- 
ployed by Smith-Lawson-Coambs Co. 
They offered $100 to the first broker in 
Chicago who secured a bona fide ap- 
plication for a Georgia Casualty policy 
centaining the following endorsement 
signed by the assured and approved by 
the Insurance Department of Illinois. 
The endorsement follows in full: 


It is hereby agreed and understood that upon 
the expiration of this policy the company will 
return to the assured an amount estimated at 
twenty-five per cent. of the premium paid for 
this policy, if at that time the profits of the 
company justify it, and in consideration there- 
for the assured agrees as follows: 

(1) The Company shall retain 25% of all 
moneys received on account of this policy and 
in the event of cancellation shall return to the 
assured the unspent portion of the remainder. 

(2) The assured agrees that in the event that 
75% of the total premiums received by the 
Company are not adequate to pay the losses un- 
der this and all other policies issued by said 
Company, said assured will pay to the Com- 
pany on demand stich additional sums as may 
be necessary to defray such excess losses, 
provided no single assessment shall exceed the 
original premium paid for this policy. (All 
such payments subject to condition 1). 

(3) The assured expressly assumes liability 
for such portion of the total liabilities of the 
Company as this premium bears to the total 
premiums in forcé at time of loss. 

(4) The assured agrees that in the event of 
a final judgment against the Company on ac- 
count of any claim arising out of policies is- 
sued by this Company, said judgment will ab- 
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Aetna Fire Underwriters Agency 





Application For Agencies Invited 

















Ss. C. BISHOP CO. 


AGENTS FOR 
NEW JERSEY 


Phone, 447 John —— 588 Elizabeth 


Represented at 


95 William Street, 
N. Y. C., Room 1001 


208 Broad Street, 
Elizabeth, N. J. 
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COLONIAL INSURANCE AGENCY 


4 MAIDEN ANE 


AUTOMOBILE AND ALL FIRE AND CASUALTY LIN¢ 














THE PHCENIX INSURANCE CO., 


OF HARTFORD, CONN. 
JANUARY Ist, 1918 


CAPITAL - - - - 


ASSETS 
Cash om and GE 10 BiG ccccccccccccessccssses a 
Cash in hands of Agents and in course of transmission 
Secks BOG DWeRGiiecoedscccncensscocsecdsessens bia vee 
Real Estate 





CASH $3,000,000.00 


$1,548,836 49 
1,728,604 88 
13,661,557 66 

636,544 12 


ent ee ee 111,000 00 
CEMRERE CAE ccbin db saddedadecddeducccxdatecn o 200,000 00 
Accumulated Interest and Rents and other Claims 114,184 11 
Re-insurance due on Paid Losses.............. . padeaenes _ . ewes 40,122 83 

EEE SE LOY cud cacwnnnsasseesienaveinnsunsvsevascenvedsaws $18,040,850 09 

LIABILITIES 

Cath Caged oi ccccsncescscg rhasentavesrescdecseuepancitniweteressendnies $3,000,000 00 
Reserve for Outstanding Losses ........ccceecceececcees 887,759 52 
Reserve for Re-Insurance ......cscccescsccsece abth sd Geeenwds paeewe seaneees 6,782,134 08 
Reserve for Contingencies and all other Liabilities ...... , ~ son 511,915 70 


6,859,040 79 


— $18,040,850 09 
Surplus to Policy-Holders, $9,859,040.79 


Total Losses Paid since Organization of Company 


$87,681,979.76 


EDWARD MILLIGAN, President 

GEO. M: LOVEJOY, Vice-President OHN B. KNOX, Secretary 

THOMAS C. TEMPLE, Secretary GEO. C. LONG, JR., Secretary 

FRED. C. GUSTETTER, Ass’t Sec’y HENRY P. WHITMAN, Ass’t Sec’y 
EDWARD V. CHAPLIN, Ass’t Sec’y 


GEORGE H. TYSON, General Agent Pacific Department, San Francisco, Cal. 
J. W. TATLEY, Manager Canadian Department, Montreal, Canada 
WM. H. McGEE & CO., General Agents Marine Department, New York, N. Y. 





AGENTS EVERYWHERE 

















solutely fix assured’s liability in the prem- 
ises the same as if said assured had been the 
sole defendant in said suit or proceeding. 
(5) The assured hereby gives the Company 
power to act for him in any matter relating 
to this policy in the same manner and to the 
same extent as assured could do for himself. 
(6) The assured hereby waives all riehts and 
privileges which he mav have under the in- 
surance laws and regulations of the State in 
which this policy is written and further ex- 
empts the Company from complying with any 
and all regulation by the State and relieves 
them of the obligation to maintain the usual 
leval reserves. 


(LTD., OF LONDON) 


Organized 1836 
Entered United States 1876 


Losses Paid - - - 


SELL AYERS AGENCY 
The local agency of John B. and 
Theodore Ayers, Morristown, N. J., has 
been sold to Eugene V. Welsh. 


Eastern and Southern Departments 


55 JOHN STREET 
NEW YORK CITY 





“STRONG AS THE STRONGEST” 


The Northern Assurance Go. 


$105,000,000 
Losses Paid in U.S. - $38,000,000 
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is Worth Insuring 


And in these days of War with all its 
possibilities for loss, property is more 
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Morrison Surveys Making Much Pro- Underwriters Do Not Know Yet 
Whether Government Will Be a 


gress—Maps Being Issued of 4 
Important Cities Self-Insurer e\ worth owning than ever. War prices 
, ‘ Z sis 3 make repairs and replacements more 

The first meeting of the Underwrit- A great deal of misinformation is be- Ye. costly in case of fire. 


Adequate Insurance is a necessity today. 
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ers’ Map Association was held at the ing printed in various papers about the 


Hotel Astor a few days ago. There Government's attitude towards railroad A . : 
sedi merican companies are second to none in strength, management, service 
vere present ‘ty-two represents 2g insurance. a ’ , 
were present forty-two representatives . é and reliability. The 
of the leading fire insurance companies. rhe truth is that it has not been defin- 


In his address, President A. H. itely decided whether the Treasury De- 
Wray drew attention to the work of partment will assume this risk or - RE 


the association during its first year hether it ill i re it. In fact, the 
and the desirability of the companies akin: te still ea schinabilinin . INSURANCE COMPANY OF NEW YORK 


maintaining their own mapping and Mr. McAdoo has canceled some lines 
oe bureau. :, por yg a and eg 4 ‘.* . the — in- A STRONG, RELIABLE 
ress had been made ant 1@ ass0Cla- terest in what the future wi pring ‘ ‘ ‘ 
tion is rapidly issuing maps of import- forth. AMERICAN COMPANY 
ant cities and is becoming of great The R. R. Insurance Experts h ° 
; Shes asn Vaplitar ......... 
value to its subseribers. | ee ERM oo. onesie cars TT 
Mr. Wray described the Canadian (he risk a large number of railroad in- HENRY E ; i 
oe a story about which is printed surance experts will have to be placed H on EVANS, President 
elsewhere, elsewhere. Some companies have rail- ome ice: Managing Branch Offices: 
The number of subscribers is NOW yoad departments; many brokers have > . . oe ay 
forty-seven, to which membership he special railroad departments with a 80 awa “Tia meee 
: aa . Ze z ~ ; O 


was confident that additional important jarge staff of inspectors, ete. 
companies would shortly be secured. a ee 
Survey of Augusta, Ga. 
The most recent survey which will STATUS OF INSURANCE CLERKS 
shortly be placed in the hands of sub- pein 22 a — 
sedtialat an. aoe gy Great Anxiety in Company Offices as ||| LINES SOLICITED AND BOUND THROUGHOUT UNITED STATES 


scribers is Augusta, Ga., the center of 
many large manufacturing interests. to Attitude of Government to AND CUBA 
Employees 


Mr. Wray said that no criticism of the 
Sanborn Map Company was contem- ™ _ : ; E F F I I N D EK | | 
plated. “It is a commercial enterprise,” Since the announcement in the daily e . 
he said, “and as such it is entirely cor- Papers this week that all young men 
y engaged in necessary labor would I N S U R A N C E 


rect for them to make a profit; but "Ot ; 
be forced to enter some form of war 


fire insurance companies, with very work or fight, there has been great anx- L LIBERTY STREET Telephone John 2612 NEW YORK 


large interests and continually increas- ‘ 
iety among company employees as to 





























ing expenses, should take this import- : . ; 

ant matter of making maps into their the status of the erage clerk in LOCAL OFFICES 

own hands and run it for their own the draft age under this ruling. The JERSEY CITY, N. J. BROOKLYN, N.Y. NEWARK, N. J 

benefit and not that of a privately- Eastern Underwriter consulted the of- ! Montgomery St. 153 Remsen St. 9-15 Clinton St - 
fices of Martin Conboy, head of the el. 216 Montgomery Tel. 2504 Main Tel. 614 Mulberry 











owned corporation.” 


General Manager Morrison made a New York District Draft Board, who 


full and complete report of the opera- WS formerly a prominent insurance 

tion of the association. His report l#wyer, and asked his opinion on this 

showed that the membership at present Point. His office said that no official i a: - — x: - 

consisted of forty-seven parent com- "ling had been made as yet and that ne Fae) pa bay fa seee qegeueuwee 
“ac ‘ase > é 2 cifi- 2) ay, 

panies, among whom are many of the @#¢h case would be handled specifi la 

largest doing business in the United C#lly by the local board with jurisdic- ey 
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tion. The opinion prevails in authorita- 
tive circles, however, that the Federal 
ruling applies only to such positions 
s requires no technical or special 
knowledge. 


Re-elect Old Officers 

A general discussion of the work of 
the association took place in whicn 
joined representatives of non-members 
who showed great interest in the asso- 
ciation’s work. “The improvement in 
the service of the Sanborn Map Com- The Walter H. Cobban Company of 
pany, since the advent of the Undér- Pittsburgh, has adjusted 10,500 losses 
writers’ Map Association, was pointed in the last olen ae. 
out, and the sentiment expressed was 
that that Improvement alone was all 
the argument needed for the hearty te! 
support of the association,” said one about 
of the managers who attended the few days ago. 
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The Buffalo “Times” printed a quar- 
of a column complimentary story 
the Harry P. Brainard office a 





yresident; Charles J. Holman, secre- 

tory and treasurer; Henry A. Morrixon, ASSURANCE CO. | PROPERLY EXPERIENCED AND QUALIFIED AGENTS 

©. Platt, John Marshall, Jr. and &. J. | OF TORONTO, CANADA NATIONAL UNION SERVICE WILL SPEAK FOR IT- | 
SELF WHENEVER YOU CHOOSE TO MAKE THE TEST. 


Sloan, who were unanimously re-elected. Fire, Marine, Explosion 
aa and Tornado Insurance 
HOME F. & M. HERE UNITED STATES BRANCH 


The » Fire & arine surance January 1, 1918 
o See OCS SS SRE I tess cescssanstoresesees $4,194,579.34 
ompany of California has been ad- Surplus in United States...... 1,667 ,691.69 


mitted to do business in this State by Total Losses Paid in ies 
Superintende surance Phi States from 1874 to 1917, 
En SS SRERRSS FONEe. oS gp le i Ie 43,294,154.63 


Jillar N * , > ‘ are str, a 
Willard S. Brown & Co. are Metropol W. B. MEIKLE, President 
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INSURANCE CO., LTD., vy 
YORK SHIRE OF YORK, ENGLAND So 
Established 1824 
FIRE, LIGHTNING, SPRINKLER LEAKAGE, AUTOMOBILE, WAR 
AND EXPLOSION INSURANCE 
U. S. BRANCH 


FRANK & DUBOIS, United States Managers PRNEST B. BOYD, Underwriting Manager : 





No. 80 Maiden Lane, New. York 
New York Life Insurance & Trust Co., U. S. Trustee, No. 52 Wall St., New York 
DEPARTMENT MANAGERS—METROPOLITAN, Willard S. Brown & Co., New York, 
N. Y.; GAROLINA-VIRGINIA, Harry R. Bush, Greensboro, N. Cs SOUTHEASTERN, 
an & Turner, »Atlanta, Ga.; LOUISIANA and MISSISSIPPI, Jas. B. Ross, New 
rleans, La.; PACIFIC COAST, Jas. . Johnston, San Francisco, Cal.; ‘McClure Kelly and 
McKee Sharteed, Assistant eae.” 
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Varied Views On 
Changing District 


PLAN IMPRACTICAL SAY SOME 
Some of the Companies Which Own 
Their Buildings—Long Island Once 
Considered 
The proposed plan to re-locate the 
metropolitan insurance district uptown, 
as outlined in The Eastern Underwriter 
lest Friday, has been the subject of 
keen discussion in company and agency 

offices this week. 

The large company real estate hold- 
ings in the present section are viewed 
as the principal reason why the plan is 
not feasible. The companies now own- 
ing buildings include the Continental, 
Home, Great American, Liverpool & 
London & Globe, Royal, Globe Indem- 
nity, National Liberty, Hanover, Cale- 
dcnian, London & Lancashire, City of 
New York, North River, Hartford Fire, 
American Merchant Marine, Vulean, 
Commercial Casualty, Maryland and 
Travelers, with a large number of com- 
panies financially interested in such 
buildings as 111, 135 and 123 William 
Street, in which the New York Fire 
Insurance Exchange recently renewed 
itr lease for another year. 

Several large agencies also own their 
buildings, which includes J. G. Hilliard, 
EK. E. Clapp & Co., Chubb & Son, W. L. 
Perrin & Son, while practically all large 
agency and brokerage houses are tied 
up in their present locations with long 
term leases. 

A large fire insurance company two 
years ago conceived the idea of locating 
its head office at Long Island City, re- 
taining only an underwriting office on 
William Street. The company sounded 
sentiments quite generally and even 
went so far, it is said, as to get an op 
tion on space in Long Island City. As a 
result of its inquiries the company con 
cluded that the money saved would be 
more than over-balanced by the addi- 
tional expenses attached to re-location 
and the sacrifice entailed in the disposal 
of its present property. 

This company still sees an advantage 
in removing to less cramped quarters, 
however, and it was one of the prime 
movers in the present instance. 

The consensus of opinion seems to 
be that it is as impossible to move the 
insurance district uptown, as was pro- 
posed by the Trinity Corporation, as it 
would be to move the financial district, 
and that insurance and finance are so 
ciosely identified that it would be im- 
possible to separate them. 

In opposition to the moving of the 
entire district uptown, the suggestion 
i; advanced that the logical thing for 
those companies needing additional 
space to do is to erect buildings close to 
the boundaries of the present district. 
Plenty of land is said to be available 
along William and Nassau streets and 
lower Maiden Lane which can be se- 
cured at a reasonable figure. This land 
ai present is improved only by small, 
obsolete buildings. 

The marine business also has been 
for many years located immediately 
below Wall Street and recently some of 
the marine companies have purchased 
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UNITED STATES BRANCH: 
54 Pine Street - New York 
WESTERN DEPARTMENT: 
76 WEST MONROE ST., CHICAGO. 
PACIFIC DEPARTMENT: 
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BATAVIA AGENCIES MERGE 


Frank A. Lown & Co. and Sherwin & 
Sherwin Become Lown-Sher- 
win Co. 





Announcement is made today of the 
consolidation of the insurance agencies 
of Frank A. Lown & Co. and Sherwin 
& Sherwin. Mr. Lown has acquired IN 
the interest of the other stockholders 
in his company and’ Sidney A. Sherwin 
has purchased the Sherwin business 
from his father’s estate. The two have 
formed a partnership under the name 
of the Lown-Sherwin Company. 

There will be twenty-nine fire insur- 
ance companies, four casualty compa- 
nies and two life companies represented 
in the new agency. In volume of busi- 
ness it will be the largest agency in 
the county. Mr. Lown and Mr. Sher- 
win state that their purpose in combin- 
ing their businesses is to reduce to a 
minimum the waste of competitive so- 
licitation of business and to enable 
them to render greater service to the 
insured. 

The Sherwin agency was established 
under the firm name of Tarbox, Stew 
art and Sherwin, in 1867. Mr. Stewart 
and Mr. Tarbox subsequently retired 
from the business, which for 25 years 
previous to his death in December, was 
conducted by the late Sidney A. Sher 
win. The Lown agency was established 
in 1870. For a great many years it 
was conducted by John C. Holmes. In 
addition to Mr. Lown and Mr. Holmes 
others who have been associated with 
it are Eugene Wakeman, Homer Bost 
wick, M. O. Dennis, Delos L. Dodgson, 
C. W. Van Valkenburgh, M. L. Dennis, 
N. K. Cone, Guy FE. Lown and Marshal 
©. Rumsey. 


BEGAN AS AN OFFICE BOY 
Ernest B. Fletcher, of John C. Paige 
& Co., Boston, who died last week, be 
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agents of the Tokio M. & F. for the poe Petia Vv i ie ten 
metropolitan district. J. Lehrenkrauss Fyre sic 
& Sons have been appointed in Brook- 
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additional property in this vicinity, 
notably the American Merchant Marine, 
which bought the old Delmonico Build 
ing and renamed it Merchant Marine 
House. This building is now entirely 
tenanted by insurance interests, several 
of which were formerly located between 
John and Wall streets. 
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Heavy Losses In Marine 
Business Still Continue 


Since our last report there seems to 
be no material decrease in the losses. 
The American steamer “A. A. Raven” 
reported sunk by submarine is probab)y 
valued at about $1,000,000 and insured 
with the Government Fund. 


The steamer “Florence H,” which was 
reported destroyed either through ma- 
rine or war perils, was probably in the 
Government employ exclusively and will 
be taken care of in one of the Gov- 
ernment Funds. She was ex. the steam- 
er “Soukahras” built on the Great 
Lakes. 

Steamer “Lakemoor,” probably one 
of the newer American built vessels on 
which no report has been published in 
recent records; undoubtedly was in 
Government service and will not affec: 
Marine Underwriters’ accounts. 
Steamer “Bintang,” Dutch, was _ re- 
ported on fire on March 4th, on Soura- 
baya. This vessel was destined for 
San Francisco and carried a very valu- 
able East Indian cargo which is report- 
ed badly damaged by fire and water 
and will probably make a serious loss 
for cargo underwriters. 

British steamer “Orissa,” New York 
to European port, which was reported 
torpedoed about April 28th, undoubted- 
ly carried a very valuable cargo which 
will fall heavily on New York War Risk 
Underwriters. 

Steamer “St. Paul” was sunk at her 
dock April 25th, New York City, was 
valued at £160,000 and will prove a very 
expensive salvage operation for hull 
underwriters, as salvage operations on 
this vessel will be very expensive on ac- 
count of the position she took when 
sunk. 

Steamer “Scotia,” Jacksonville to At- 
lantic United States port, which was 
a'andoned at sea, picked up and tow- 
ed in, will undoubtedly be a construc- 
tive total loss. The hull of this risk 
was placed entirely in the New York 
merket and valued at about $50,000. 

Steamer “Vindal” which went ashore 
on the Jersey Coast and was after- 
wards floated, had a very valuable car- 
g0 for a vessel of this type. Cargo 
was valued in the neighborhood of $1,- 
000,000 about 12,000 bags of her cargo 
of coffee were jettisoned and thrown 
overboard, valued at about $250,000. 
The hull was valued at about $250,000, 
and taking into consideration the sal- 
vage operation expenses and general 
average contribution, the underwriters 
on this vessel will probably be called 
upon to pay a fifty per cent. loss. On 
account of the inability of the wreck- 
ers to obtain lighters to salve this car- 
go it was necessary to jettison the 
same in order to save the vessel. This 
shows the importance to underwriters 
of having lighters available for wreck- 
ing operations because if it is neces- 
sary to jettison cargo in order to save 
the vessel, general average contribu- 
tions will be materially increased in the 
near future and will rework against 
cargo and hull underwriters alike. 

Steamer “Anglia” from Brazil to 
New York, went ashore on the Long 
Island Coast about the same time that 
the “Vindal” went ashore and on ac- 
count of the searcity of lighters it was 
also necessary to jettison quite a num- 
ber of bags of coffee in order to save 
the vessel. 

“Fjell,” New York to Haiti, sunk, off 
the coast of Virginia in collision with 
the steamer “Livingstonia,” had a valu- 
able cargo of general merchandise 
valued at about $500,000. 


Bark “Koko Head” from Cape Town 
for Manila, burned at sea. Hull is re- 
ported as valued at $200,000, cargo of 
coal about $50,000. Hull probably in- 
sured on the West Coast and cargo in 
the English market. 


British steamer “Louisburg” wrecked 
in St. Marys Bay, total loss, was owned 
by the Dominion Coal Company. Hull 
valued at about $75,000, disbursements 
about $25,000, insured in the American 
and English markets. 

“Amegisan Maru” from Calcutta to 
San Francisco was reported on fire off 
the coast of Formosa, which was ex- 
tinguished and is since reported ar- 
rived at San Francisco, has a valuable 
cargo of burlaps under which there will 
be a good sized particular average. 

“City of Winchester,” British, from an 
English port to New York, was recently 
reported torpedoed and returned to an 
English port to discharge her cargo, un- 
doubtedly will have a large particular 
average claim on a very valuable car- 
go of general merchandise for Ameri- 
can war risk underwriters. 

“Puseyjones No. 1,” reported burned 
at sea, crew picked up by a Greek 
steamer, had a cargo of sugar valued at 
$50,000. Hull was valued at $100,000 
all insured in the New York market. 

“War Chariot” building at Coughlin & 
Sons’ shipyard, at Vancouver, B. C., 
was badly damaged by fire May 15th. 
This vessel is valued at $1,250,000 and 
will fall heavily on builders’ risk under- 
writers, a large amount of which was 
placed in the New York market. 

Steamer “William Rockefeller” built 
in 1916, gross tonnage 7,157, owned by 
the Standard Oil Company of New 
York, reported lost through war perils, 
will probably fall heavily on the Gov- 
ernment War Fund. The vessel is prob- 
ably valued at not less than $2,500,000 
and probably insured for not less than 
$1,500,000. 

The Alaska salmon business seems 
to have met with serious losses and 
some serious losses are pending. The 
ship “Tacoma” with a full cargo of 
salmon from Alaska to Pacific Coast 
port is reported sunk by ice. It should 
have a cargo valued at not less than 
$500,000 and the value of the hull should 
be in the neighborhood of about $250,- 
000. This loss will fall heavily on Am- 
erican underwriters doing business 
through Pacific Coast agencies. 

The ship “Star of Chile” is reported 
caught in an ice pack and leaking. 

The ship “Watson” is also in the 
Same predicament as the “Star of 
Chile.” 

The ship “Abner Coburn” is reported 
in an ice flow and leaking badly. 

OBSERVER. 





BANK AGENCY QUESTION 

Pacific Coast agents are deeply in- 
terested in the proper solution of the 
bank agency question, says the Amer- 
ican Agency “Bulletin.” It will be re- 
ealled that the agents made a deter- 
mined fight against the entrance of the 
Bank of Italy into the insurance busi- 
ness. This bank has many branches 
in California, and the fight was finally 
concentrated at Los Angeles when the 
branch there took the agency of several 
companies. Washington and Oregon 
agents united with the California agents 
and brokers to compel the lifting of 
the companies, and succeeded. This 
opposition furnished one of the best il- 
lustrations of what the local agents can 
do when united. 
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MORE LECTURES ARRANGED 


New York University to Give Special- 


An examination 
York, 


ized Course on Marine Losses 
and Adjustments 
was held in New 


May 24, on the course of marine 


insurance lectures delivered by William 


I) Winter 
York 


A 


surance has 


under the auspices of New. 
University. 

specialized course in 
been 


marine in- 
planned for those 


who have finished the general course. 
The scope of these lectures will include 
marine losses from the point of view 


of the merchant, 


ship owner, claims ex- 


uminer, and the average adjuster. Fol- 
lowing a discussion of the general prin- 
ciples underlying all losses and also the 
principles of subrogation as applied to 


marine insurance, 
be made of 
age; 


and 


protection 
ance claims. 
tative 


a detailed study will 
total losses; general aver- 
particular average; salvage; sue 
labor charges; collision claims; 
and indemnity and reinsur- 
The following is a ten- 
outline of the subject-matter 


treated: 


i. 


General introductory lecture, in- 


cluding discussion of doctrine of proxi- 
mate causes and principle of subroga- 


tion, 


9 


2. Total and/or constructive total loss 


of vessel. 


3. 


Total and/or constructive total loss 


of cargo. 


4. 


Total and/or constructive total loss 


o: freight. 
5. Particular average losses on vessel. 


6. 


Particular average losses on cargo. 


7. Particular losses on 
freight. 

8, 9, 10, 11. General average. 

12. Towage and salvage. 

13. Collision claims. 

14. Protection and indemnity claims, 
including a general discussion of ship 
owner’s liability. 

The course of lectures will be given 
by Hugh A. Mullins, manager average 
adjusting departments of Parsons & Eg- 
gert, and Marsh & McLennan. 

In addition to over sixteen years’ 
practical experience in marine insur- 
ance, Mr. Mullins was for three years 
a lecturer to the Liverpool Technical 
Educational Committee, Liverpool, 


average 








NORSKE LLOYD ENTERS MARY- 
LAND 

The marine branch of the Norske 
Lioyd Ins. Co., of Christiania, Norway, 
was admitted. to Maryland on May 14, 
with R. D. Tweeddale as general agent 
and attorney for service. Whist & 
Co., New York, are U. S. managers. 
Its assets in this country were $1,186, 
359 c1 December 31, 1917. 


PASSES HOUSE 


The measure to provide insurance 
for vessels of foreign friendly flags, 


their cargoes and crews, has been pass- 
ed by the House of Representatives 
with a minor amendment. This legis- 
lation was undertaken at the request of 
the Treasury Department, which point- 
ed out that the Shipping Board was 
experiencing trouble in handling the 
foreign vessels taken over by it because 
of the lack of adequate insurance fa- 
cilities. 
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CASUALTY AND SURETY NEWS 











Simple Rules 
Given For Rating 


TWO GROUPS DIVIDE LIABILITY 





Inexperienced Agent Given Line on 
How to Readily Size Up 
Risks 





Insurance agents often hesitate to 
write liability lines because they fear 
tney have not tne necessary experience 
to approach the subject intelligently. 
Of course, there is much to learn in the 
lisbility field and to become proficient 
requires experience. As to how rates 
should be quoted, the subject can be 
bciled down to quite small terms. An 
actuary writing on liability insurance 
trcated the rate subject in this way: 

“For the sake of convenience in sell- 
ing and underwriting this kind of in- 
surance the premium bases, used in 
connection with the policy forms, vary 
considerably. 

“In general, it may be stated that 
the payroll basis is used in connection 
with manufacturers’ and contractors’ 
policies. That is to say, rates are 
quoted for each one hundred dollars of 
payroll as in the case of compensation 
or employers’ liability insurance. As 
a matter of fact, these forms of cover 
age are usually written concurrently 
with compensation or employers’ lia 
Lility policies, and prior to the intro- 
duction of compensation, it was fre- 
quently the practice, in some instances, 
te cover the liability to employes and 
to the public in a single policy. One 
estimate of payroll by classifications 
serves the purpose of providing a basis 
for calculation of the premium for both 
forms of coverage aS each manual 
c‘assification carries with it a rate for 
public liability as well as a rate for 
compensation or employers’ liability, as 
the case may be. The general rule is 
subject to exceptions, however, in spe- 
cial cases where, for some reason or 
other, the payroll expenditure does not 
provide a satisfactory basis for pre- 
mium computation. Thus, rates are 
quoted per one hundred square feet of 
surface for the operation and mainte- 
nance of advertising signs, per machine 
for the operation of automatic, slot or 
vending machines, and per day in tho 
case of hod hoist installation, operation 
and removal. It is a universal rule 
that separate policies must be issued 
to cover the liability arising out of the 
maintenance, use and operation of 
teams or automobiles. 

Frontage and Area Used 

“The premium basis in the case of 
the owners’, landlords’ and tenants’ 
pelicy is in general the so-called ‘area 
and frontage’ basis. That is to say, 
the rates are based upon each lineal 
foot of street frontage and each one 
hundred square feet of area. However, 
as in the case of manufacturers’ and 
cecntractors’ policies, this general rule 
is subject to exceptions whenever, for 
any reason, the area and frontage basis 
is impracticable. Thus, cemetery com- 
panies are written on the frontage 
basis exclusively. Dance halls and 
amusement’ halls of various descrip- 
ticens, with the exception of theaters, 
are written on the gross receipt basis; 
that is, rates are quoted per one fun- 
dred dollars of gate or admissjon re- 
ceipts. Churches are written at a flat 
charge per church, which varies with 
the population of the city in which 
the church is located. In connection 
with this form of coverage, it is the 
universal rule that elevators, if there 
are any, must be either specially rated 

(Continued on page 19) 
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Temporary Benefits 
For Disability Vary 
EMPLOYEES’ ASSOCIATION DATA 


Large Number of Organizations Do 
Not Pay Anything for First 
Seven Days 


Employes’ benefit associations are by 
ne means agreed as to when temporary 
disability benefits should begin. W. L. 
Chandler, of the Dodge Manufacturing 
Company, finds that of all associations, 
935 per cent. pay temporary disability 
benefits. Twelve per cent. of these 
associations begin payments from the 
date of disability without restriction. 
Thirty-one per cent. pay from the start 
fo. disabilities continuing for periods 
varying from more than two days to 
more than two weeks. Ten per cent. 
pay after a waiting period of from one 
to six days. Thirty-two per cent. do 
not pay for the first seven days. Four 
associations require more than seven 
days, two of them not paying for the 
first two weeks. Ten per cent. pay 
from the start of accident disability, 
a few specifying that it must be an 
accident while on duty, and they have 
periods varying from one to fourteen 
days before payments begin for sick- 
ness, 

This question of temporary disabil- 
ity benefits has aroused considerable 
discussion in connection with work- 
men’s compensation laws. The usual 
purpose of an association is to help 
the members when they cannot help 
themselves. If they can help them- 
seives through disability of short dura- 
tion, say the first three days, the cost 
of maintaining the association will be 
vastly less and dues will be correspond 
ingly lower than when benefits cover 
the first three days. 

Several short periods of disability 
coming close together might be as un- 
fortunate for the member and the as- 
sociation as one of longer duration and 
consequently should be covered by a 
provision whereby the total disability 
in a fixed period of time is taken into 
account when computing benefits. 

Laws Differ Widely 

The law recently enacted by Con- 
gress. covering compensation for em- 
ployes of the United States Government 
in cases of accident and occupational 
diseases includes a provision for three 
days’ waiting time. This law has the 
support of the American Association for 
Labor Legislation and undoubtedly rep 
resents the views of foremost sociolo- 
Similar laws in Switzerland and 
Germany have three days, while Eng- 
land has one week and our former 
United States law had 15 days. 

One very bad practice is found occa- 
sionally: An association may provide 
that benefits begin, say, after the first 
three days, unless the disability ex- 
tends beyond a specified time, say one 
or two weeks, when payment.is then 
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the Policy, will be paid. 


face of ie Policy, will be pajd. 


but not to exceed 52 weeks, after which 
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WORTH KNOWING 


Suppose that you are insured in the United Life and Accident Insur- 
ance Company of New Hampshire for $5,000 under the Company’s Triple 
Indemnity Plan, what does your Policy guarantee to do? 


ANSWER: 
uarantees that in case of death from any cause, $5,000, the face of 
SECOND, that in case of death from any ACCIDENT, $10,000, or DOUBLE the 


THIRD, that in case of death from certain 
or THREE TIMES the face of the Policy, 
BUT THIS IS NOT ALL. The Accident Disabiljty Endorsement FURTHER 
guarantees that in case of total disability as a result of accidental injury, the Com- 
pany will pay direct to YOU at the rate 4 $50 rae WEEK during such’ disability, 
the weekly indemnity w; ye 2 
of $25 PER WEEK throughout the period of disability. Con tdstonee deMORE? And 
why should any man be satisfied with a policy that would do less? The cost is low 
Agents wanted in Maine, New Hampshire, Vermont, Connecticut Pennsylvania, 
North Carolina, South Carolina, Tennessee, Georgja, Delaware, Maryland. Mississippi, 
An opportunity for Life Insurance Salesmen of ability. Address: 


United Life and Accident Insurance Co. 
Home Office, United Life Building 


: _ SPECIFIED accident, $15,000 
will be paid. 


Concord, New Hampshire 











made for the whole time. ‘This is 
equivalent to saying that if a member 
who is disabled for a period approxi- 
mating the specified amount of time 
will only stay home a few days longer, 
the association will not only pay bene 
fits for the extra time off, but will give 
him a bonus consisting of the benefits 
covered by the waiting time. For ex 
ample: a waiting time of four days may 
be cited; a member sick two days gets 
nothing, but if he will malinger two 
deys he will receive benefits for all 
four days. 


NEW LAW NOT CLEAR 


New York Employers of Office Help 
Puzzled as to Compensa- 
tion Act 


Employers in New York are still at 
sea as to the meaning of the ameml 
ment to the compensation law which 
adds a new group (No. 45) of em 
ployes to be covered by the act. The 
attorney general’s opinion is that the 
term “workmen or operatives” as used 
in the amendment, would seem to have 
a more restricted meaning than that 
of “employe” and to refer to laborers, 
mechanics or artisans who do manual 
labor, and not to clerks or those en 
gaged in professional work, and it is 
his opinion that the courts will so con 
strue it. The attorney general con 
cludes: 

“It is my opinion, therefore, that the 
term ‘workmen or operatives’ would not 
be held to include clerical or profes 
sional work, but would be limited to 
those who do manual labor or were 
mechanics or artisans. I can only 
speak in general terms. It would be 
difficult, if not impossible, to be more 
specific with reference to the many 
employments carried on throughout the 
State.” 

The State Industrial Commission has 
token the opposite view of the situa 
tion. What the Commission says will 
have priority until such time as a test 
case is brought before the courts. In 
the meantime, if the attorney general 
is right, those who employ office help 
and remain uninsured are taking a 
chance. If the Commission is right 
those who have obtained insurance to 
be on the safe side will have wasted 
their money. 


Something New | 


Residence theft insurance at one-third the former 
This is every broker’s opportunity. 
particulars about our new Full Value Residence Theft | 
Regular rate of brokerage commission paid. 


Call for | 


General Accident 


Fire and Life 


Assurance Corporation, Ltd. 


PHILADELPHIA 





Reduction Feature 
Back in Plate Glass 
SAVE IN 


WILL PREMIUMS 





Companies Will Charge Fixed Addition- 
al Premium to Reinstate Policy 
at Original Amount 


The automatic reduction feature has 
been restored to plate glass insurance 
policies, effective July 1 on all new 
business and renewals. This action 
was taken at the meeting of the Plate 
Glass Insurance Exchange of New York 
on Friday. The notice sent to the com 
panies reads as follows: 

“All policies and renewals shall be 
endorsed or contain an amendnient in 
accordance with the following rider 
and no reinstatement or revival of in 
surance on replaced lights shall be 
granted without the payment of addi 
tional premium as therein provided. 


Endorsement to be Used 

“In consideration of the premiums 
puid for this policy and notwithstanding 
inything to the contrary contained 
therein, it is understood and agreed 
that in event of the replacement of 
any glass described in the schedule or 
payment therefor by the company, the 
insurance hereunder shall cease as re 
pects such lights so replaced or paid 
for, unless the same shall be specifi 
cally covered hereunder by an endorse 
ment, providing for the payment of an 
additional premium for such glass com 
puted pro rata to the expiration date 
of the policy, but no charge shall be 
made where the additional premium 
amounts to less than fifty cents.” 

The automatic reduction clause jn 
plate glass policies was gradually taken 
oul by the individual companies a num 
ber of years ago as a competitive meas 
ure and several plate glass underwrit 


ers are of the opinion that its reinstate 
ment now a provided for by the 
Exchange ruling will cost the compan 


ies more than they will secure there 
from in additional premiums 


WANTS STILL HIGHER RATES 

One plate’ glas writing company 
which has kept all its 1918 business sep 
arate and knows just what the loss 
ratio on it is, finds that at present rates 
it is bound to lose money. Still higher 
rates, they say, are the only solution 


SHOULD ASSIST BUREAUS 

Companies which are paying for their 
membership in bureaus lose much by 
not supplying the bureaus promptly 
with the necessary statistics to enable 
those bodies to render the best serv 
ice possible. Coding experience is ex- 
pensive, to be sure, but not nearly so 
expensive as not to know the real con- 
ditions obtaining in the underwriting de- 
partment. ia 
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Bureau Man in Army 

Frederick S. Knight, assistant to 
Secretary R. L. Jones of the Workmen's 
Compensation Publicity Bureau, has 
joined the colors. He hopes to be 
placed in the heavy artillery. He has 
been in the National Guard. His loss 
will be keenly felt in the Bureau as 
he had been there for five years. 

* * + 
Most Legislatures Have Quit 

Massachusetts and Louisiana are the 
only States whose legislatures are still 
in session, Important compensation 
law amendments are likely in Louisiana, 
which would materially improve the 
law and would meet with the approval 
of broad minded casualty men. In 
Massachusetts also there are important 
matters affecting compensation. The 
Georgia legislature meets in June, but 
there appears to be little interest in 
compensation there, 

o >. @ 
Form a Mutual Truck Owners’ Insur- 
ance Company and Lose Money 

A motor truck owners’ association 
a while ago enthusiastically originatea 
a scheme to save each other a lot of 
money by forming an insurance com- 
pany. A real insurance man suggest- 
ed to the secretary that he have his 
members compile tables showing how 
much they had paid out to insurance 
companies and how much the insur- 
ance companies had paid to them in 
return, The result was astonishing. 

These truck owners had received a 
little less than three times as much as 
they had paid out. 

With these statistics and other fig- 
ures showing what the stock automo- 
bile insurance companies had made 
last year, the truck owners’ association 
decided that they would be getting a 
better return on their money and 
would have more left in the end if 
they put their capital into their legi- 
timate business and let the insurance 
companies continue to lose money on 
truck insurance, 

The Kastern Underwriter is indebted 


for this interesting little story to 
“Protection,” published by the Travel- 
eis Insurance Company. 

* a * 


Sound Views on Credit 

Arthur W. Burke, of Boston, has 
written a letter to the Aetna Life, of 
which he is general agent, which re- 
flects the views of many men in the 
business. In part he says: 

“For many years, in this section of 
the country, the granting of credit in 
connection with insurance premiums, 
was considered a competitive element 
of the business. Managers and general 
agents believed that in order to retain 
a desirable line of business, or secure 
an agency with a large volume of pre- 





ferred business, credit must be allowed 
to practically any extent to suit the 
wishes of the agent or policyholder, or 


the business would be lost to some 
other office. 

“The result of such condition was 
that credit was often given far beyond 
that which the needs of the business 
required, and most agents discovered 
that it became a disadvantage to them, 
rather than a benefit. 

“Experience has taught us that the 
matter of credit should not be an ele- 
ment of competition, and we have dis- 
covered since we have accomplished a 
more prompt collection of our pre- 
miums, a decided improvement in our 
business, and a much better feeling be- 
tween the agent and company. 

“The wonderful assistance which has 
been rendered to us by your good self, 
has been the principal cause, and has 
made possible the improved condition 
at this office. 

“There is nothing more gratifying in 
our business than to look upon a col- 
lection list and find it free from delin- 
quent items, and I hope that, with your 
continued assistance, such a thing as 
a premium outstanding beyond the time 
allowed by the company, will, in the 
near future, become a thing of the 
past.” 

+ * * 

Rates Cutting Important Figure 

While according to reports, rates 
were not discussed at the recent meet- 
ing of accident and health men in New 
York, that subject appears to have an 
important bearing on the present situa- 
tion. Some managers hold that what 
they should have above everything else 
is a ten per cent. flat increase in rates 
on both new and old business. They 
do not share the popular view that this 
increase cannot be made effective and 
the business still held. There are other 
companies, said to be in the minority, 
who stand out against this but who are 
anxious to see a standard form agreed 
upon. In other words some companies 
are finding their present policy forms 
more burdensome than the present scale 
of rates. 

ok * * 
Seeking Uniform Rules 

Representatives of the various State 
rating boards met in the office of the 
New York Compensation Inspection & 
Rating Board this week to discuss ad- 
ministrative details of experience rat- 
ing. An effort will be made to formu- 
late a uniform blank for experience 
rating and to establish a uniform. in- 
terpretation of rules. 

* 
No Action on Re-Insurance 

The Burglary Re-Insurance Bureau 
situation remains practically as it was 
May 7. No committee work has been 
done and no conferences held. 


Cowles Explains New 


Compensation Form 
STATE ENDORSEMENTS FAVORED 
Believed Policy Acceptable to Approv- 

ing Authorities—Now Up to 

Companies 


In explanation of the new workmen’s 
compensation form of the Travelers In- 





surance Company, which is now under 
consideration, Walter G. Cowles, vice- 
president of that company, said to a 
representative of The Eastern Under- 
writer: 

“The form as at present available, 
is really a proof, as the matter still 
stands in type awaiting any suggested 
corrections. Some corrections have al- 
ready been made which do not appear 
in the printed sample copy. These cor- 
rections are not material except in the 
interest of clarity of expression. 

“Endorsements, varied in language to 
meet the requirements of each State, 
can be attached; in fact, as many en- 
dorsements may be attached as there 
are States to be covered. 

“Briefly the story of this form is 
as follows: Some time ago I was re- 
quested by The Associated Companies, 
of which T am chairman, to prepare a 
special policy form for use, if possible, 
in twenty-four compensation States for 
the writing of business, which we have 
called ‘prohibited risks.’ T had been 
studying and codifying the standard re- 
quirements of the various laws for 
some time, intending to get out a policy 
for The Travelers which wee as nearly 
universal as T could make it. 


Needed Policy at Once 

“Recognizing the fact that The As¢o- 
ciated Companies needed a form im- 
mediately, T used that material in the 
preparation of that form. The form is 
now being used I believe in twenty-one 
States out of twenty-four, formal ap- 
provals having been obtained where 
necessary. As to the three remaining 
States, the difficulties are not at all 
serious. It is merely a matter of ad- 
justment of the State endorsement at 
least in two of the States, and in the 
third there is involved a fundamental 
question respecting joint and several 
underwriting which will require some 
legislation, and that legislation is now 
pending. 

“Assuming the passage of that legis- 
lation, I think it is safe to predict that 
this form will be acceptable and proper 
for use in all of these twenty-four 
States. The form attracted consider- 
able attention, and several departments 
took quite an interest in it. The sug- 
festion that it be made the basis of 
a universal standard form did not come 
from us, but acting upon the suggestion 
of others I submitted the whole ques- 
tion to some fifty-two insurance car- 
riers of which thirty-three were stock 
companies and nineteen mutuals. 


Prospects for Universal Form 

“T had meanwhile a form for the 
Travelers along the same lines. The 
question now pending with the com- 
panies and the departments is the pos- 
sible adoption of a universal standard 
compensation form for all companies 
in all States. It is an ambitious pro- 
gram. At the suggestion of others we 


have offered our form as the basis for 
discussion. It has the precedent of 
quite wide approval. The Associated 
Companies’ form was approved in some 
States where standard forms are de- 
sired simply because it was a special 
form for a special line, but in these 
States there is still a strong desire that 
there should be a standard form for 
general lines common to all companies, 
and if that standard form could be 
made universal for all States, that is 
generally regarded as still more desir- 
able. This is the question now pend- 
ing. 

“We are not asking other companies 
to accept our form, but we are asking 
all compensation States in which we 
do business to approve it, and some 
States prefer to withhold approval un- 
til it is determined whether or not an 
agreed form can be reached. Inter- 
state business under compensation is 
very extensive. The issuance of one 
form with the necessary State endorse- 
ments would solve a very difficult ques- 
tion. The use of one fundamental form 
would result in early adjudication of 
any question which might arise because 
the same form would be used every- 
where, and the same _ adjudications 
would apply in one State as well as 
another so far as adjudication in one 
State is recognized in another. 

“The Travelers Insurance Company is 
very willing to do everything in its 
power to assist in the production of a 
universal standard form. It will be 
one long step toward harmonizing the 
varying conditions in the different State 
laws. It will bring one element of com- 
pensation to a uniform basis, and that 
is an important element too. I am 
pretty well convinced that the form is 
acceptable to all approving authorities 
avd, therefore, the answer is up to the 
companies.” 





Industrial Boards Meeting 
The committee on statistics and com- 
pensation cost of the National Associa- 
tion of Industrial Accident Boards & 
commissions met in Buffalo Monday 
and Tuesday of this week. E. H. 
Downey is chairman. 
* * * 
Rates Again Postponed 
2~acific Coast collision rates have been 
postponed indefinitely beyond July 1, 
the date of the first postponement, as 
it is not now known how long it will 
take to make the investigation of condi 
tions which is now under way. 
* * * 


Standing Pat on Collision 
The Bureau and the Conference com 
panies are both standing pat on the de- 
ductible feature in collision policies. 
An effort is still being made to bring 


all interests together. 
* 7 s 


Maryland Gives $5,000 
The Maryland Casualty has given 
$5,000 to the Red Cross in Baltimore, 
$50 for each of its employes in the 
service. 





FARRISH’S CHOP HOUSE 
Cor. John & William Streets 
THE PLACE in the Insurance District 
to eat lobsters 
NOW IN SEASON 


Whole cold lobster 65c. 
Whole broiled lobster 75c. 
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BOSTON 
Paid-In Capital $1,500,000 





BUSINESS=-BUILDERS 


DEVELOPING 


Fidelity and Surety Bonds, Liability Workmen’s 
Burglary and Plate Glass INSURANCE 


APPRECIATE THE CO-OPERATION OF THE 


Massachusetts Bonding and Insurance Company 





Automobile, Accident, Health, 





T. J. FALVEY, President 
Write For Territory 





ANNUAL STATEMENT 


RED, -ctuansseesvcanecreedecdesese 
SEE stcddicennap ain mnnenee peenesaes 


This Company issues contracts as follows: 
Health, an 
Insurance, Liability Insurance— 
erty Damage). Automobile (Personal 
sicians, Druggists, Owners and 
Boiler Insurance; Fly-Wheel Insurance. 





The Fidelity and Casualty Company of New York 
92 LIBERTY STREET, NEW YORK, N. Y. 
Metropolitan Office—92 William St. 
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y issu Fidelity Bonds; 
Disability Insurance; Burglary, Larceny, and Theft Insurance; Plate Glass 

Employers, Public, Teams (Personal Injury and Prop- 
Injury, Property Damage and Collision), Phy- 
Landlords, Elevator, Workmen’s Compensation, Steam 


DECEMBER 31, 1917 


See eeeeeeeeee ee eeweeeeneee , . 


Surety Bonds; Accident, 
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Too much importance can- 


Amount not be placed on the neces- 
of Work sity of watching that con- 
on Hand tractors do not become too 


heavily loaded with work. 
A contractor may be able to complete 
a certain kind of a contract and make 
a fair profit at current prices, but if 
he undertakes too many scattered over 
a very wide area so that he cannot 
give each one his personal supervision, 
it is quite likely that the expense in 
connection therewith will so increase 
that his anticipated profits will be 
wiped out and a loss be the result. 
When a small contractor takes on too 
much work he is very apt to get his 
accounts so badly mixed up that it is 
almost impossible for him to tell 
whether he is making a profit or suf- 
fering a loss. The amount of work 
that a contractor can safely carry out 
depends entirely on his financial re- 
sources, and the efficiency of his or- 
ganization. Large contractors with 
efficient organizations, who generally 
sub-let large parts of the work and 
take corporate surety bonds from their 
sub-contractors can usually carry out 


ecntracts aggregating eight to ten 
times their net assets. Small con- 
tractors, huwever, who measure up 


fully to all other requirements, should 
never carry contracts for more than 
five times their net available assets.— 
The “Fieldman.” 

* % a 


There is an old say- 
ing that “the pasture 
always looks green- 
est on the other side 
of the fence,” and 
we find that many representatives feel 
that some other territory looks more 
productive than the one they have. 
The fact is that it is the agent and not 
the territory which makes the differ- 
ence in 99 times out of 100. An 
amusing incident recently occurred. 
We had two agents with adjoining ter- 
ritory in a certain State. The new 
agent was getting fine results and we 
urged the old agent likewise to “get 
busy.” He replied that his district was 
dead, but if he could work in the same 
tewns where the new agent was pro- 
ducing business, he too could succeed. 
That same day the new agent wrote 
he wished he had such choice territory 
as the old agent, for he could produce 
twice as much. We gave each permis- 
sion to try the territory of the other 
and the new agent made such a good 
showing that the old agent insisted 
upon having his old district back and 
acknowledged that the fault was with 
him and not with the district. Busi- 
ness must be solicited; it will not come 
unsought.—“Federal Record.” 
* ” - 


Green Pasture 
Often a 
Delusion 


The question of amend- 

No Place ing the constitution so as 

for to allow the legislature 

Kaiserism to enact laws establish- 

ing State insurance will 
be decided by the voters of California 
next November. A campaign of edu- 
cation is in progress and it is hoped 
and expected that the evils of this 
proposition will be generally recog- 
Nized, resulting in the overwhelming 
defeat of the measure. 

In a recent number of the “New 
American Woman,” published at Los 
Angeles, Henry Van Arsdale writes as 
follows: 

“A child of ten knows the misery, 
suffering and destitution resulting from 
sickness. It does not require the re- 
pert of State-paid welfare workers to 
bring the fact home; but to offer a 
scheme of German paternalism as the 
remedy excites astonishment. A dem- 
ocracy must necessarily strive to in- 
crease the self-reliance of its people, 
not to spoon-feed and coddle them. 


There is no place for Kaiserism or 
group-exploitation in our American 
ideals. The growth of the State is best 
promoted by the growth of the indi- 
vidual and whatever tends to take away 
initiative and substitute for it the opin- 
ion of State-paid experts in this, or 
the other thing, can only result dis- 
actrously. 

“Compulsory social or health insur- 
ance would divide the people into two 
classes. Those with small incomes are 
te be declared by law to be incapable 
oi: caring for their own affairs. They 
are to be compelled to submit to forced 
contributions, taken from their wages, 
to a fund which is to be administered 
for their benefit, when ill, by experts 
in the employ of the State. These ex- 
perts will have power to enforce their 
particular, or peculiar, medical views, 
order or not order a surgical operation, 
erter a man’s house unbidden and su- 
pervise the control of what are the 
most sacred relations of life, for the 
measure jncludes dependents on the 
wage earner; coercion and compulsion 
will take the place of voluntary action. 
The judgment of the individual as to 
his own needs and the needs of his 
family, and the best way of meeting 
them, will be subservient to that of a 
Siate commission.”—Massachusetts Ac- 
cident “Bulletin.” 

ae oe * 


There is no class of 


Strong For workers who. more thor- 
Country oughly appreciate’ the 
Business necessity for health and 


accident insurance than 
the people in the farming districts. In 
tie small towns people are well ac- 
quainted with each other, and if the 
agent secures the assistance of some 
man of prominence, such as justice of 
the peace, postmaster or assessor, he 
can easily meet a large number of the 
residents in a very few days, and estab- 
lish a nice collection which js quite 
likely to stick. Of course local collee- 
tors should be appointed so that the 
people can conveniently pay premiums. 
Some representatives have been very 
successful in arranging with a garage 
man in a small town ‘to drive him 
through the country, -introducing him 
to the various farmers. An allowance 
for each person insured will bring the 
garage man good returns and make 
substantial compensation for the time 
and elfort of the agent. In practically 
every State the farmer is the most 


prosperous man to-day. Crops have 
been good and prices high. Manufac- 
turers of luxuries such as_ pianos, 


puonographs, etc., report that farmers 
are buying very freely. They are even 
indulging in automobiles to a large ex- 
tent. This is all conclusive evidence 
that there is money among the farmers 
for our class of protection, and that 
reasonable effort to secure the business 
will bring very satisfactory results. 
We urge you to arrange either person- 
ally or through sub-agents to insure 
the farmers in your vicinity.—‘‘Federal 
Record.” 


SANDER WITH LONDON GUARAN- 
TEE 
Harry Sander, for some time in. 
charge of the pay roll audit and collec- 
tion departments of the New York of- 
fice of the General Accident, is now 
with the London Guarantee & Accident 
in a similar capacity. 
AGE LIMIT REDUCED 
During the continuance of present in- 
dustrial conditions occasioned by the 
war, monthly premium (Department 
“A”) disability policies of the Massa- 
ckusetts Bonding will be issued to 
voung men who have passed their six- 
teenth birthday, provided that they are 
regularly engaged in insurable occu- 
pations. 





W. E. SMALL, President PETER EPES, 


Agency Mgr. EE. P. AMERINE, Secretary 


GEORGIA CASUALTY COMPANY 


HOME OFFICE: MACON, GEORGIA 


THE LAST WORD IN 





“DIXIE AUTO POLICY” 


MOTOR INSURANCE 


| Surplus and Reserves to Policyholders........$1,688,506.87 
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INSURANCE CO. 
HOME OFFICE, 


Russell R. Cornell, Vice-Pres. 
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The METROPOLITAN CASUALTY 


OF NEW YORK 
47 CEDAR STREET 


CHARTERED 1874 


Plate Glass, Burglary, Accident and Health Insurance 


EUGENE H. WINSLOW, President 
S. Wm. Burton, Sec. 


RELIABLE AND ENERGETIC AGENTS WANTED 


Alonze G. Breeks, Ass’t Sec. 























HEAD OFFICE 


CHICAGO , 
F. W. LAWSON on 
General Manager x ae 


Liability, Accident, ne 








Burglary, Boiler and y yare 


Credit Insurance 


London Guarantee & Accident Co., Ltd. 


OF LONDON, 











THE SIGN OF GOOD CASUALTY INSURANCE 





' a ; a New York 
4: iD oat ———. 
EAS Elmer A. Lord & Co. 
pelpcatewenyS 145 Milk St., Boston 
.- Resident Managers 
Established 1869. New England 










F. J. WALTERS 


Resident Manager 
55 JOHN STREET 


ENGLAND 
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ACCIDENT DECISION GIVEN 


When Application is Not Part of Con- 
tract Statements are Repre- 
sentations Only 


When the application is not made a 
part of the accident policy contract the 
statements contained in the applica- 
tion, even though they are designated 
as warranties, are treated as mere rep- 
resentations made to induce the issu- 
ance of a contract of insurance, accord- 
ing to the decision given by the 
Supreme Court of Arkansas in the case 
of American Life & Accident’ vs. 
Walton. 

The insured jumped from a levee to 
a railroad car, missed his footing and 
fell, suffering injuries to the abdomen. 
He was operated on some months later 
for appendicitis but this did not give 
him relief and he was operated on 
again for mobile caecum. The surgeon 
testified that the mobile caecum was 
congenital and that the plaintiff did 
not know of its existence and that its 
existence might never have been made 
known but for such an accident as he 
met with, although its presence made 
the plaintiff susceptible to an injury 
from such an accident. 

Denial of liability was upon the 
ground of a breach of warranty in that 
the statement in his application that 
he was in sound and healthy condition 
and that he never had been ruptured 
was false. The court held that the 
statement made was merely a repre 
sentation and not a warranty and the 
court held that he had not misrepre- 
sented his physical condition. He 
stated that the agent wrote his applica- 
tion for him and that he did not read 
it although he did sign it. The court 
held if the agent wrote incorrect an- 
swers in the application they were 
written without knowledge of the ap 
plicant and therefore not binding upon 
him. 


Simple Rules 
Given For Rating 
(Continued from page 17) 


in accordance with the rules governing 
elevator coverage or specifically ex- 
cluded from the policy. 

“In the cases of teams, automobile 
aud elevator policies, the premium basis 
is the individual team, automobile or 
elevator. Rates are quoted per team, 
per automobile or per elevator. Here 
again there are exceptions which are 
not of great importance; as, for ex- 
ample, the payroll basis or the named 
chauffeur basis in certain forms of auto- 
mobile insurance. 

“Theater liability policies are issued 
to owners of theaters and motion pic- 
ture halls. The premium basis is the 
seating capacity of the house. The unit 
is one seat, and rates are quoted per 
seat per annum, 

“So much for the policies classified 
under Group L. 


Rating Owners and Contractors 
“In the cases of owners’ and con- 
tractors’ protective policies, the pre- 
mium basis is ‘the total cost of all 
work, let or sublet, including all labor, 
material and equipment used or de- 
livered for use in the execution of such 
work, whether furnished by the owner, 
the contractor or the subcontractor, 
also all allowances, bonuses or com- 
missions made, paid or due.’ Thus the 
premium for owners’ protective insur- 
ance, where the owner furnishes no 
material, tools or equipment, is based 
upon each one hundred dollars of the 

total cost of the work, let or sublet. 


‘Landlords’ protective policies cor- 
respond to both owners’, landlords’ and 
tenants’ and elevator policies. The 
bases for rates are the same as the 
bases used for these allied forms, the 
rates being obtained by the use of a 
percentage differential.” 
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To the Man Who is Willing—and Will 





We are gregenes to offer unusual opportunities for pees: -making 
NOW and creating a competence for the FUTUR 


FOR CONTRACTS AND TERRITORY, ADDRESS 











H. M. HARGROVE, President : Beaumont, Texas 











National Fire Insurance Company 
OF HARTFORD, CONN. 
Statement January 1, 1918, to New York Insurance Department 


LIABILITIES 
ee NS iwtindaecet ones F0cerrea Pic etetensensregswe $2,000,000.00 
Funds reserved to meet all Liabilities, Re-insurance Re- 
i i Docc cadatevthesisussivesenekeusbeseenseud 11,073,438.19 
Unsettled Losses and other ClaimS..............:ccccecceeeeeens 2,168,701.64 
Net Surplus over Capital and Liabilities ..........cccceseeces 3,980,020.79 
Total Assets January 1, 1918..........ce08. $19,222,160.62 
H. A. Smith, President F. D. Layton, Secretary F.B Bayeou, Treasurer 
G. H. Tryon, Vice-President S. T. Maxwell, Ass’t Secretary C. B. Roulet, General Agent 
SURPLUS TO POLICYHOLDERS............§! 5,980,020.79 














INCORPORATED 1720 


Royal Exchange Assurance 


LONDON, ENGLAND 
RICHARD D. HARVEY 


United States Manager 


United States Branch 
92 William Street, New York 





In addition to the ordinary forms of life insurance 


THE EQUITABLE 


makes a specialty of the following: 


Insurance to protect business firms and corporations, under a corporate 
form of policy. 





Group Insurance, by which employers protect families of employes. 





A flexible contract, known as the Convertible Policy, which can be 
converted by the Insured into an Ordinary Life, Limited Payment Life, 
or Endowment Policy. 





A Bond issued without medical examination giving the investor an income 
for his declining years. 

A new policy is offered under which the insurance 
is DOUBLED if death results from ACCIDENT. 
This policy also embodies the following advantages if 
the person whose life is insured becomes totally 
and permanently disabled: 


1. Thereafter the Equitable will carry the insurance 
—The Insured will have nothing further to pay. 

2. The Equitable will pay the Insured an annual income 
for life equal to one-tenth of the face of the policy. 


3. Upon the death of the Insured the full amount of the 
insurance will be paid to the Beneficiary (or double the 
amount if death is due to accident) without deduction on 
account of the income paid to the Insured while living. 


(See the policy for conditions and details.) 
For Agency Openings Address 


WILLIAM E. TAYLOR, 


Superintendent of Agencies 


THE EQUITABLE 


LIFE ASSURANCE SOCIETY OF THE U. S. 
120 BROADWAY, NEW YORK 




















Authorized Capital $500,000 


Hrtroit National Fire 
Iusurauce Cn. 


DETROIT, MICHIGAN 


A Company to be built gradually and along the indicated 
lines of permanence 


AGENCY CONNECTIONS SOLICITED 





Marine, Fire and War Risk 
Re-Insurances 


The Firm of 
ROBT. R. toe LAER 


New York, Amsterdam and Copenhagen 





New York Address, P. O. Box 50, Wall St. Station 


























JONES, LAUNT & BARRETT, Inc., GENERAL AGENTS 


Head Offices: 


411-13 Walnut Street, PHILADELPHIA, PA. 
We can offer to Agents and Brokers special facilities on surplus lines 


throughout the United States and Canada. 














HOME LIFE INSURANCE COMPANY of AMERICA 


INCORPORATED 1899 
PROTECTION FOR THE ENTIRE FAMILY 
This Company issues all modern forms of policy contracts from age 3 months 
next birthday to 60 years. 
INDUSTRIAL POLICIES are in full immediate benefit from date of issue. 
ORDINARY POLICIES contain a valuable Disability clause and are guar- 
anteed by State Endorsement. 
GOOD CONTRACTS FOR LIVE AGENTS 
Executive offices No. 506 Walnut St., Philadelphia, Pa. 
BASIL S. WALSH, President JOSEPH L. DURKIN, Secsstery 
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_ JOHN J. GALLAGHER, Treasurer 


. 65th Annual Statement 
IE ii cidbvsneinenvcserscasiscemesen $5,574,008.60 
DEE -chketdsesonasSendcetenues 2,923,025.51 
Swuwrance 3 CRORES  cncscnsoccccoccvecescoces z+++ 500,000.00 
texto fl ti ee ee 250,000.00 
of W, 14. Conflagration Surplus 


Surplus to Policyholders.......... 2,650,983.09 
F. L. GILPIN, JR., 434 Walnut St., Phila., Special Agent. MIDDLE DEPT. 
E. J. PARMELEE, Syracuse, N. Y., Special Agent.. NEW YORK STATE 
GEORGE SHAW, 116 Milk St., Boston, Special Agent. NEW ENGLAND 
F. F. BUELL, Troy, N. Y., Special Agent........ NEW YORK STATE 



































